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How to Keep Your Customers from 


Being HOT AND BOTHERED! 


Recommend This Amazing New 


Gf FLUORESCENT 


Combination Lighting and Fan Unit 


NOT HOT! Because GUTH Fluorescent 


Light is a cool light—75% cooler than ordinary light! 
And because the GUTHFAN circulates, from the 
floor upward, a scientifically-controlled current of 
7° to 10° cooler air which “cools you all over’’! 


ea 


 GUTHFAN 


“Cools You All Over” 


lighting. 





Move the Seashore & Mountains into the Office! 


Business people know the sound value of working in complete comfort. 
They want the easy-on-the-eyes light, p/us the cool, circulating air, that they 
can get through the engineered efficiency of this remarkable GUTH Fixture. 
Recommend GUTH Combination Lighting and Fan Units this summer! 


Three lamps in a 

i decorative White 
fi Opal Glass Bowl 
v7 top this GUTH- 
: FAN to provide a 
beautiful combina- 
tion unit for the 
customer who pre- 
fers incandescent 


EDWIN F. GUTH COMPANY 


2615 WASHINGTON AVENUE «+ ST. LOUIS, MO. . ( 
Leaders in Lighting Since 1902 


NOT BOTHERED! No blasts— 


no drafts—from the GUTHFAN! Desk papers stay 
put! And there’s not the bother of poor lighting, 
reflections, shadows, or glare, either. Engineered 
GUTH Fluorescent Lighting, with ALZAK Alumi- 
num Reflectors, provides light right where it’s wanted! 


Al Zak, the kid 
with the extra 
punch, says: 
“ALZAK resists 


abrasion!” 
Here is another 
GUTH Combina- 
tion Unit which © 
offers modern de- \ 


- plus modern 
efhciency in light- 
26,00 cooling. 
White Opal Glass 
Bowl accommo- 
dates three lamps. 
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and TRENDS 





JUNE 


Convention Record attendance and _ unprece- 


dented interest in the association’s current activities 
marked NEWA’s thirty-third annual convention at 
Hot Springs, May 18-22 as perhaps the most impor- 
tant since World War days. 

That the times ahead will bring serious problems 
to manufacturers and wholesalers alike no longer can 
be doubted, and those who attended fully recognized 
the fact that more than ever before the electrical whole- 
saling industry is on trial. 

Also, more than ever before, the wholesaler’s future 
is coupled inseparably with the future of the nation, 
in that he must function speedily, efficiently, unfail- 
ingly if industrial production is to proceed as rapidly 
as those charged with preparing for proper defense of 
uur country feel that it must. 

We know that every wholesaler will want to rise 
splendidly to this new opportunity for demonstrating 
the essential character and indispensability of the serv- 
ices he renders in collecting from all points of the 
compass for ready access AT POINT OF USE the 
many thousands of products of hundreds of different 
manufacturers. 

We know that every manufacturer wants to do his 
utmost to maintain as steady a flow of needed materials 
to his wholesalers’ warehouses as conditions will permit. 

We know that all groups will comply wholeheartedly 
with whatever restrictions or regulations the needs of 
the All-Out defense program may dictate in the future. 

sut—we know also that only through the all-out 
effort of every electrical manufacturer and every 
wholesaler can the present distributing system of the 
industry be made secure. 


© 
Ten Billion Dollars To Farmers nav. 


the current, conservative estimate of what the farmers 
of our country will collect in 1941 from all sources— 
crops, livestock, government checks. 
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1941 


It may be the biggest year since 1929, so experts 
think, and rural buying will no longer be crowded 
chiefly into the post-harvest months, because President 
Roosevelt has just signed the Farm Loan Bill which 
provides for loans up to 85 per cent of parity on 
major farm crops. 

This means placing on par with their brothers in 
industrial areas those wholesalers who do not have 
a chance to get much direct benefit from the Defense 
Program, but must depend upon business activity in 
rural areas. 

Get going! 


© 


Heating Pads A flock of manufacturers have 


wisely entered into stipulations with the Federal Trade 
Commission “to cease certain representations in the 
sale of electrical heating pads.” 

It appears that the well-known claim of “Three 
Heat” performance was false in that the switch 
merely provided three different speeds for reaching 
the same ultimate temperature, not three distinct 
temperatures. 

This leaves the gates wide open for some manufac- 
turer who can produce for sale at prevailing prices 
what the public thinks it has been buying for twenty- 
five years—a real three-heat pad. 


© 


On the Chin If you don’t think that some 


electrical manufacturers are taking it on the chin, 
material and labor 
costs, you have another guess coming. 

On one widely used product, several manufacturers 


absorbing substantially higher 


11 






Save Ting 





Appleton is the ove reliable source for 
every kind of fitting for every electrical 
job. That means that when you sell 
Appleton fittings, you and your cus- 
tomer, both, save time and energy; you 
supply exactly the fittings needed, no 
matter how unusual or extensive your 
customer’s requirements. 


The complete Appleton line helps you 
to standardize your fitting business, 
promotes speedier service and bigger 
net profits. It is the most complete 
line of fittings, boxes and connec- 
tors available from any ove manu- 


tacturer. 


Some of the Hundreds of Appleton 
Types, Meeting Every Need 





Appleton fittings are up-to- 
the-minute in design and 
workmanship. They are con- 
















GENUINE APPLETON “UNILETS” 
THREADED AND NO-THREAD CAST MALLEABLE FITTINGS 


Branch Offices: 


Avenue 










The name “Appleton;” 
the registered trade- 


mark,*Unilets;” or the Dallas 





% | famous circle-A Apple- 

, tt > v4 , 

; ton trade-mark shown 

— te é above, appears on every 

\ Appleton fitting. We 
< +4 manufacture no private 
a ‘¥ 4 brand goods! 











VAPORTIGHT LIGHTING FIXTURES 


“WAILETS 


By Standardizing ond i a L E TO I 
The Complete Line— 


For ALL Electrical Fittine 


NEW YORK, 76 Ninth Avenue ° 
CLEVELAND, Keith Building * 
ST. LOUIS, 420 Frisco Bidg ° 
ATLANTA, 203 Luckie Street, N.W . 


New Orleans, Philadelphia, Pittsburgh, Seattle 




















stantly under improvement, to 
vide better service to builders 
speedier, more profitable operati 
the contractor. Bodies are sturd\ 
in shape, perfectly aligned. Wirev 
are smooth and roomy. 


From simplest outlet and sy 
boxes to rugged explosion-pro 
tings, the Appleton line is know: 
high quality and exact conforn 
to all code requirements. 

Safeguard your time, and cons 
the time of your customers! Keep: 
fitting sales on a profitable, satis 
tory basis, by selling Appleton 
tings—“STANDARD FOR BE] 
WIRING.” 


APPLETON ELECTRIC COMPA 


1734 WELLINGTON AVENUE 


CHICAGO, ILI! 


DETROIT, 7310 
SAN FRANCISCO, 655 ™ 
LOS ANGELES, 100 North Santo Fe ¢ 
BIRMINGHAM, 6 N. Twenty-f 
MINNEAPOLIS, 305 Fifth Street, S 


Resident Representatives: Baltimore, Boston, Cincinnati 


Denver, Kansas City, Milwaukee, New Hoven 


COUPLINGS, CONNECTORS (REGULAR and “LOXBOX"), ENTRANCE FITTINGS, CLAMPS 


> 






EXPLOSION-PROOF FITTINGS 
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have paid as high as double current market prices for 
a certain finishing material in order to keep filling 
their orders. In some other cases, very substantial 
wage increases were granted last fall and winter— 
then along came the 10-cents per hour advance for 
steel workers, and they had to match that in order to 
keep peace with labor. 

3ut their price sheets don’t reflect the rapidly rising 


costs. 





CYou can't be 
a howling SUCCESS 
by simply howling. 

















Courtesy of J. Kindleberger 
Chairman of the Board 
Kalama Vegetable Parchment 





No Cheap St. Lawrence Power «©... 


more, certain interests are trying to push the St. 
Lawrence Seaway project through under the guise of 
a defense measure. 

\fter a careful study, Engineering News Record has 
found that the job, if started now, “could not possibly 
he completed in time to be of any use as a defense 
measure, and so should not be started while this coun- 
try and Canada are devoting all their energies to 
defense work.” 

That publication also found that the agreement 
recently signed by representatives of the two coun- 
tries distinctly favored Canada in that it did not pro- 
vide for equalization of water diversion for power at 
Niagara, nor did it provide for international control 
over the large amount of power Canada already 
exports to this country. 

Such basis cannot mean more and cheaper power 
or Uncle Sam, even in peace time. 


Aluminum Yep—tnight as well scratch alumi 


num-made products off the list for a while and use 
substitutes, because that down-like silvery metal tops 
all others in demand for defense production—and_ in 
proportionate scarcity. 

But, relief from that scarcity will break on the 
eventually. Adding to already 
capacity, the Aluminum Company’s new plant on the 
Columbia River, near Vancouver, Washington—yjust 
a cow pasture a year ago—by summer will be operating 


horizon existing 


at the rate of 150,000,000 pounds a year. At Alcoa, 


lennessee, a large new plant is being completed, and 
capacity of the Mobile, Alabama works 1s_ being 


Increased, 
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In addition, Reynolds Metals Company, newcomer 
in the field of producing pure aluminum, will begin in 
July turning out 40,000,000 pounds annually in its 
new Lister, Alabama plant, and its new Longview, 
Washington plant will get going in August with a 
capacity of 60,000,000 pounds annually. 

Such spectacular progress is reassuring indeed, and 
—private industry is doing the job. 


Conduit An ordinance passed by the Milwaukee 


City Council April 21st, 1941 permits the use of fibre 
conduit in new buildings jor a trial period of one year. 

We wonder whether it is planned to tear out the 
conduit at the end of one vear in order that experts 
inay determine whether the trial was successful. 


Records Public construction awards so far this 


vear are 130 per cent above the same period of 1940, 
an private contracts are 63 per cent ahead. 

Steel production is making new all-time records, 
and approximately 130,000 new automobiles have been 
rolling off the assembly lines each week. 

Cotton consumption accounted for another all-time 
record when, in April 920,142 bales of cotton were 
put into the various works that are still far from 
having reached their maximum capacity. 

Retail sales are piling up staggering totals in some 
sections, elsewhere are registering healthy increases. 

Last, but not least—Our own Business Index for 
I:lectrical Wholesalers reached a new all-time Ingh 
at 165.1 when April, 1941 sales topped those of April, 
1940 by 65.1 per cent. 

Knough said. 


© 
aC iis, , — 
Backlog Po reassure the doubting Thomases once 


more—while shipments of manufactured goods are 
topping 1940 records by 44 to 75 per cent, new orders 
received during April, 1941 were 87 per cent higher 
than for the same month of 1940 and 

On May Ist, 1941, the American manuiacturing 
industry had a backlog of unfilled orders that was 254 
per cent greater than as of the same date 1940. 

These are not “guesstimates”, but the figures are 
those of the National Industrial Conference Board. 


EDITOR 









count now! 


An ample stock of standardized panelboard sections, and of stand- 
ardized boxes complete with knockouts, makes it possible for us to 
assemble and ship promptly all types of 


€) PANELBOARDS 


including fuse only, tumbler switch and fuse type, AC Circuit Breaker 
type, and @ Dublbrak, heavy duty, AC-DC rated Circuit Breaker type 
for lighting and appliance branch circuits. Boxes for certain combina- 
tions of Pulfuzswitch Feeder Distribution Panelboards are also available. 

Panelboards have gained prestige with architects, contractors, 
engineers and users because they are built better than necessary, and 
are attractive in appearance as well as practical. @ wholesalers 
know from experience that such high standards pay dividends. 

Standardized Panelboards are packed complete in individual 
cartons — plainly marked for identification. They are priced for 
quick turnover. 


On Jobs Requiring Specialized Sales Effort 
call on the nearest @ Sales-Engineer for consultation. His long expe- 
rience will be helpful for you. 


Write Today for Current Bulletins 


They are complete with instructions and wiring diagrams, and intelligently 
arranged for quick and accurate estimating. Each of your salesmen 
should have them . . . Frank Adam Electric Company, St. Louis, Mo. 
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By "The Man with the Panama Hat’ 


OFF THE SHELF That’s the term which wholesalers 
and manufacturers of electrical supplies are likely to 
hear a lot in future. 

To be exact “off the shelf’? supplies include all types 
of construction materials and industrial production and 
maintenance supplies, ““which must be manufactured in 
advance of the receipt of order,” so said Mr. Stettinius 
in announcing the new DEFENSE SUPPLIES 
RATING PLAN. 

sriefly the plan provides for certain definite priori- 
ties ratings for manufacturers who do an “off the 
shelf” business calling for immediate deliveries. It is 
expected to assist them “in maintaining a steady flow 
of necessary materials which they will use in the 
production of defense items.”’ 

For the present the method will be tried experi- 
mentally with a restricted list of about 500 producers 
of “off-the-shelf” items, ranging from those making 
1 to 200 H.P. motors down to hack saw blades. 

(Further details of this plan will be found on page 
34 of this issue. The Editor.) 


CURTAILMENT Refrigerator and range manuiac- 
turers shortly may be “invited” to join automobile 
builders in curtailment of output as a means of con- 
serving materials and productive capacity. 

Already automobile makers have agreed to reduce 
unit output by 20 per cent but there are whisperings 
that a 50 per cent cut may be effected so as to release 
more men and machines for work on defense items. 

In the case of “boxes” and ranges direct action may 
be deferred in the hope that the squeeze on raw mate- 
rials through the priorities set-up may produce the 
desired results. 


ZINC POOL JACK-UP For June the ante into the 
emergency zinc pool will be raised to 22 per cent of 
\pril production or approximately 15,000 tons. 

That’s an increase of 3,000 tons over the May figure 
which called for 17 per cent of March production and 
approximated 12,000. 

This steady jacking up serves to illustrate the critical 
status on zinc, for only 3 months ago the inside story 
on zinc was that we would work out of the shortage 
by summer. 

Since then new demands for defense purposes have 
piled up at an undreamed-of rate, sometimes a single 
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week uncovering new requirements that double and 
even treble’ previously made estimates of immediate 
defense needs. 


COPPER Yes, it has come—much sooner than was 
expected. On May 31, 1941, copper was put under 
mandatory control, and a Civilian Allocation Program 
was announced. 

The O.P.M. order provides for regulating the dis- 
tribution of copper in prefabricated form and at the 
primary industrial source of the metal which is con- 
sidered the simplest and most effective method. 

Copper shortage for 1941 is estimated at around 
400,000 short tons. R.F.C. is dickering with Chih, 
might get 500,000 tons down there but getting ships 
for hauling it to U.S.A. is a problem. 


YET TO COME According to O.P.M. by May 15. 
1941, congressional defense appropriations and con- 
tract authorizations totaled 37.8 billion dollars, but 
contracts let up to May Ist were only 15.2 billion dollars 
and actually only 5.1 billion dollars had been paid out. 

This means that over 22 billion dollars are yet to be 
assigned, to say nothing of several billions more in new 
appropriations that have already been requested and 
vast sums yet to come. 


STEEL The outlook is for increasing scarcity of all 
types of steel and at his May 28th press conference 
President Roosevelt indicated that priorities will be 
employed increasingly to curtail civilian demand. 
The President made that statement after receiving 
a report from Gano Dunn, senior consultant of O.P.M.. 
which forecast that total 1941 demand for steel would 
exceed production capacity by 1,400,000 tons and that 
for 1942 all types of steel requirements, including 
civilian, would be 6,400,000 tons greater than capacity. 


P.S. The Division of Priorities of O.P.M., on May 
3lst issued the General Steel Preference Delivery 
Order which clamps the same kind of a lid on steel 
as was put on copper that day. 


WRITE if you want specific information on some 
matter handled in Washington. Address your letter 
to: WASHINGTON STRAWS, c/o Whaolesaler’s Sales 
man, 330 West 42nd St., New York, N. Y. 








SEYLER 


The Quality Line of 
Pole Line Hardware 
and 
Construction Materials 































Note the recessed base—the reason why 5 
Seyler Wire Holders screw in flush and 
offer maximum grip over a longer pe- 
riod of service. 














25 ire ied csi ~ 


TPN Reece Ke 


Seyler presents this new wire holder (Cat. No. 3-11-44) 
as typical of its entire line of quality pole line 
construction materials. Note how the holder can 
be screwed in flush against any surface, because 
the recessed base allows room for wood splinters, 
etc. Note that the sharp threads run flush with the 


base, assuring maximum grip. The frame and screw 





are hot galvanized, double-dipped for long service. 
(222 x 2%," Long Wood Screw Thread). The top- 
quality porcelain body is built to withstand rough 
treatment and to stand up under heavy loads with- 


out damage. 





Seyler Pole Line Hardware has been manufactured 
for 20 years under other trade names. Now the 


complete line is available under the Seyler name. 


Note the ad at the left from Electrical World — evi- 
dence of an aggressive campaign pre-selling buyers 
for our wholesalers. 


This full page advertisement appeared in ALL SEYLER PRODUCTS ARE 
the Edison Electric Institute Convention Issue 

of Electrical World —reaching thousands of SOLD THROUGH WHOLESALERS 
utility men — telling them of the Seyler line — write today for our proposition 


— paving the way for your calls, and the 
important job of order taking! 














SEYLER MFG. CO. suscemsrasr orn 
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Business Index 
For the Month of April 1941 


SALES Another new record was made in April 1941 
when 363 electrical wholesalers, reporting from. all 
sections of the United States, piled up a 65.1 per cent 
increase over the same month of 1940. Their sales 
totals proved 11.9 per cent higher than the previous 
month, March, which was also a record breaker on 
the basis of year-to-year comparisons. 

Thus for the fourth consecutive month, wholesalers 
sales have grown at accelerated pace naturally project- 
ing the question “How long is this going to keep up.” 

In several regions sales are now running at 
DOUBLE, compared with 1940 and it is not unrea- 
sonable to expect that our National index may get 
within range of the 200 mark before reaching the 
final settling down point which probably will not be 
that high. 


INVENTORIES This feature of our index will become 
as dominant a point of interest as sales when the impact 
of defense production and priorities rulings on certain 
lines of civilian products becomes more evident. 

During April 309 wholesalers were able to push 
their stock-on-hand 5.3 per cent higher than the 
previous month while registering 11.9 per cent more 
sales. This shows that as a whole they were still 
receiving more products than they were selling. How- 
ever, the margin of inventory gain over sales has nar- 
rowed uncomfortably in the National picture and in 
5 of our reporting regions inventory decreases from 
the previous month ranged from less than 1 to nearly 
12 per cent. 


COLLECTIONS With 317. wholesalers reporting, 
accounts receivable on April Ist 1941 were 5 per cent 
higher than a month previous, and stood 46 per cent 
above the same date 1940. 

April Ist accounts when figured against March col- 
lections, produced a collection percentage of 87 for 
April compared with 78 for March, April accounts 
outstanding 34 days against 38 days in March. 


SOURCE These monthly reports covering the business activi- 
ties of electrical wholesalers throughout the United States ars 
collected and compiled by The Bureau of the Census and the 
Bureau of Foreign and Domestic Commerce of the U. S 
Department of Commerce, and underwritten in part by WHOL! 
SALER’S SALESMAN—A McGraw-Hill Publication. 


CONTINUED ON PAGE TWENTY-TWO 


Wid a World of Die 


IN SELLING 
"INCH- MARKED” 


PAT. APPLIED FOR 


ELECTRUNITE Steeltube 


GEG. U.S. PAT. OFF. 


QiTERS’ LABORATOp, 
gant meretre > Ihe 


ELECTRUNITE 


U.S. PAT. OFF. 


STEELTUBES 


ELECTRUNITE STEELTUBES — as also are t 
ELECTRUNITE Bender with built-in directions 


the bending instruction tags supplied with eve 


@ Just a row of little 
marks along one side 


of the tubing — but 


Ec rp Ica 48 yuain® how much easier and 

more accurate they 
make installation — and how much they increase 
the sales appeal of “Inch-Marked” ELECTRUNITE 
STEELTUBES. 

They’re simple and practical — because they 
provide a continuous foot-rule on every length 
of tubing. 

When a workman wants to make a cut or bend, 
the distance he needs is already measured for him 
— accurately. There is no slipping of rule or pen- 
cil — no juggling of a flat rule on a round surface 
while making a pencil mark. 

Cut pieces and bends that always fit can be 
made easily and quickly. There is less chance for 
error —no need for guesswork — consequently, 
less waste of material. 

“Inch-Marking” 


is an exclusive feature of 


— 


shipment of tubing. 
““Inch-Marking”’ 


your customers and prospective buyers — andi 


Mention when you talk 
crease your sales of E. M. T. If they read Electrig 
Contracting magazine, they know about th 
newest development in electrical raceways. Ith 
been advertised consistently since it was fir 
introduced. 

And remember this: When you handle “Ind 
Marked” ELECTRUNITE STEELTUBES, you are pr 
tected by the rigid policy of selling ONLY throw 
ELECTRUNITE Distributors. 

Use descriptive folders in 
your sales work. We'll supply 
them at your request. Steel 
and Tubes Division, Republic 
Steel Corporation, Cleveland, 
Ohio. 
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WHOLESALERS SALESMAN BUSINESS INDEX | ' 


ECORDS of April performance in our 22 different - E 6 | 0 N A L A N A L Y S | $ 4 


regions show some important contrasts that may 














™ ; , ; is 
—— mark the beginning of a definite divergence of Se ee fc 
trends. 

Figures for region 19, the states of Oregon and Wash- SALES INVENTORIES O 
ington, stand out in bold relief with April sales at 213.3 APRIL. 1941 oo APRIL. 1941 I 
or over double those of the same month of 1940 and vet In % Compared with of In % Compared with ‘ 
wholesalers in that distant territory managed to finish Region 
April, 1941, with their inventories 11.7 per cent above —_ —_ (See Map) — — , 
those of a month earlier. - —-—- —- P 

Only slightly less spectacular were the April sales 103.2 194.5 1 102.8 120.1 
increases in regions 1, 2, 4 and 9, the latter actually and 111.3 194.3 2 108.2 129.1 
the other three nearly doubling their 1940 sales totals but 100.0 157.5 3 111.7 140.5 ] 
only 3 of these 4 regions were able to hold inventories 138.5 199.3 4 96.5 126.0 ' 
much above those of the previous month and region 4 111.0 152.8 3 103.1 122.2 
showed a depletion of 3.5 per cent. 102.7 187.5 6 104.2 142.9 

Depletion of inventories also are recorded in regions ae oe v cane ri 
10, 14, 15 and 16 (with region 14 registering a 12 per cent ' ; ; 
loss) indicating that wholesalers in those regions found precip ee pe a ae 
themselves less well prepared for the tide of plus business 1159 189.7 11 1056 1571 
that finally has reached agricultural sections after having 1176 141.8 12 103.8 1326 
flowed in industrial areas for some months. 1240 160.0 13 115.8 131.7 

It is worthy of note that April sales in regions 1, 6, 7, 131.9 1546 14 88.1 113.2 
8, 9, 18, 20, 21 and 22 showed only moderate increases over 112.7 140.1 15 90.3 113.5 
the previous month, while inventory reports from those 117.6 145.9 16 99.1 120.1 
same areas reflect no undue accumulation. 114.0 137.0 17 107.0 136.9 

This fact invites the question whether perhaps business 101.1 113.0 18 112.4 139.6 
in those regions is becoming stabilized at current extraor- 117.6 213.3 19 111.7 122.4 
dinarily high levels with shipments from manufacturers 104.5 145.2 20 100.0 119.8 
still sufficient to maintain satisfactory service OR—what 109.8 140.8 21 120.3 145.7 
is equally possible—that the turning point has been reached 108.4 168.4 22 106.7 134.3 
and that scarcity of certain materials may result in tem- 
porary slow down. Our best guess is that irregularities For 
in performance will continue for at least another vear ich seas U. S. A. 105.3 1s 
22 


WHOLESALER’S SALESMAN — June 1941 











Wholesalers § 





Largest Crowd Ever 
At Wholesaler Meeting 


More than 500 wholesalers and manufacturers at Hot 


Springs discuss industry’s part in national defense. 


Tolles honored on 25th anniversary with NEWA 


ROM the 18th to 22nd of last 

month, the 33rd Annual Conven- 
tion of the National Electrical Whole- 
salers literally took over The 
Homestead at Hot Springs, Virginia, 
ringing up the largest attendance to 
late. General opinion was that the 
many problems caused by national 
plus the fact that business 
is going well, were chiefly responsible 
for the unusually large crowd. 

\s covered in detail on other pages 
of this issue, the National Defense 
Program occupied the attention of 
the speakers, committees and most 
informal conversations. The Execu- 
tive Committee, headed by John M. 
Newton, president of Oakes Electri- 
cal Supply Co., Holyoke, Mass., held 
meetings on Sunday, Monday and 
Thursday. Commodity Committees 
had their sessions on Monday. The 
Opening Meeting which took place 
in the Theatre on Tuesday afternoon, 
was addressed by Chairman John M. 
Newton, Attorney Dana T. Ackerly 
and Colonel Willard Chevalier, pub- 
lisher of Business Week. 

Another pleasant feature of the 
Opening Session was the announce- 
ment by Mr. Newton that E. Donald 
Tolles, managing director, is now 
celebrating his 25th Anniversary with 
the Association. To show its appre- 
ciation for the able work Mr. Tolles 
has accomplished through the years, 
the membership presented him with 
a fine watch and when the presenta- 
tion was made, his many friends in 
the industry witnessed one of the rare 
times that Mr. Tolles was at a loss 
for words. 

On Wednesday morning the whole- 
salers held their golf tournament, 
with A. E. Durin of the Terry-Durin 


defense, 


Co., Cedar Rapids; Sam _ Rosenthal, 
Hyland Electrical Supply, Chicago, 
and C. E. Mason, Novelty Electric, 
Philadelphia, each shooting 80. Durin 
won the toss, so copped the prize. 
Incidentally, Mason won last year, 
Rosenthal the year before, so each 
has a leg on the trophy now. Clarence 
Bull of McNaughton-McKay Electric, 
Detroit, won the wholesalers’ blind 
bogey, followed by W. B. DeForest. 
Graybar; A. J. McGivern, C.E.W.A.; 
N. Newman, West Philadelphia Elec- 
tric and C. E. Ludovici, Wesco. 

In the manufacturers’ tournament 
Maurice J. McCarthy, Jr. of Ana- 
conda really took the course apart 
with a 68, which is three below par. 
Manufacturers blind bogey went to 
Fred Kraut of Frank Adam Co., 
followed by W. H. Berry, ie How- 
ard Hall, The Jaqua Co., H. H. Ben 
field, Steel & Tubes, and Henry J. 
Reinhardt of Frank Adam. 

If former attendance records had 
been kept chances are that the pres- 
ence of 134 ladies would top previ- 
ous figures. In addition to their usual 
bridge party, putting contest, carriage 
ride and luncheon at Fassifern Farm, 
the ladies were entertained at sort of 


a “get acquainted” luncheon on 
Monday. 


In the Ladies Putting Contest Mrs. 
Howard Collier came in with the 
lowest score, went home with a 
beautiful Sheffield Silver Tray for her 
good work. Mrs. Julian Hawkes shot 
second and won a Sauce Boat. Mrs. 
N. J. MacDonald had third lowest 
score and with it a Double Mayon- 
naise Set. 

The following ladies won Silver 
Pins at the Bridge Party: Mrs. H. H. 
Benfield, Mrs. H. T. Bussmann, Mrs. 


June 1941 — WHOLESALER’S SALESMAN 


and entertainment at the 


NEWS 








25TH ANNIVERSARY of his asso- 
ciation with NEWA is marked by 
E. Donald Tolles, managing director. 
Here Mr. Tolles is looking at the 
fine watch which was presented to 
him by the membership at the con- 
vention last month. It is inscribed 
“Donald Tolles—In appreciation—25 
years service—N.E.W.A.” 





\. D. Cameron, Mrs. J. H. Collier, 
Miss Mae Desaix, Mrs. F. R. Elliott, 
Mrs. O. E. Frankenbush, Mrs. W. B. 
George, Mrs. E. W. Grawoig, Mrs. 
Mal Heron, Mrs. A. H. Kahn, Mrs. 
L. E. Latham, Mrs. J. Markel, Mrs. 
\. J. Musser, Mrs. C. Hax McCul- 
lough, Mrs. Percy Stern, Mrs. O. 
Fred. Rost, Mrs. E. J. Rueth, Mrs. 
M. C. Taradash, Mrs. Felix Van 
Cleef. 

Door prizes went to Miss R. R. 
Marshall, Mrs. N. Newman, Mrs. 
\. N. Anixter, Mrs. F. J. Hopperton 
and Mrs. Morris Sacks. 

Social activities of the convention 
wound up on Wednesday evening 
with presentation of the above prizes 
Casino. 
Business meetings were concluded the 
following day. 
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Hotpoint Executives 


Promotions were voted for three 
major officers of the Hotpoint Com- 
pany at the annual meeting of the 
Board of Directors. 

R. W. Turnbull, who has been the 
company’s first vice president since 
March, 1940, takes over the duties of 
executive vice president. Continuing 
his responsibilities as chief engineer, 
J. C. Sharp is now the company’s 
vice president in charge of engineer- 
ing. In his new position as vice 
president in charge of manufacturing, 
I. A. Rose will continue to supervise 
Hotpoint manufacturing operations in 
all of the company’s plants. 


Promotion Program 


The Modern Kitchen Bureau is 
sponsoring a window display contest 
and a floor display contest with $250 
in cash prizes for utilities and dealers 
handling electric water heaters. Con 
test covers displays for a period be- 
tween January 1 and June 15, closes 
June 15. 


E.E. W.A. Dinner-Dance 


The Eastern Electrical Wholesaling 
Industry filled the main ballroom of 
New York’s Hotel Astor on Saturday 
evening, May 3rd to attend the 
Eleventh Annual Dinner-Dance of 
the Eastern Electrical Wholesalers 
Association. More than 800 whole- 
salers, manufacturers and their wives 
enjoyed the fine party arranged by 
Joseph Kurzon, William J. Kohn and 
Captain G. V. Weir. Adjoining are 
pictures of a few of those attending. 

Reading from top to bottom, and 
individual pictures, from left to right 
—1l) Joseph Kurzon, Joseph Kurzon, 


Inc.; G. V. Weir, managing direc- 
tor; William J. Kohn, Tudor Elec- 
tric—2) Mrs. F. A. Leach, George 


Knott, Mrs. N. J. MacDonald, 
John Daly, Duplex Sales, Mrs. Daly, 
N. J. MacDonald, Thomas & Betts— 
3) Joseph Ward and Henri Sadacca, 
both of Noma Electric—4) . ms 
Electric group, George J. Steinhardt, 
Mrs. Steinhardt, Milton Tucker, Mrs. 
Philip Meyerson, Jack Tucker, Mrs. 
Jack Tucker, Miss Elaine Tucker— 
5) Andy Graf, Montcrief & Graf; 
George Barry, Midway Electric—6) 
G. V. Weir, Mrs. Reilly, Paul G. 
Reilly, attorney for E.E.W.A. 





Lamp Shows Next Month 
In New York And Chicago 


Exhibit space at both shows already booked to capacity 


in anticipation of large wholesale and department store 


buyer attendance. Lamp prices up from 5 to 10 percent 


yew buyers from all parts of this 
country, Canada, South America 
and various other more distant points, 
will be in New York and Chicago 
next month to see and order portable 
lamp stocks for the fall and winter 
selling seasons. As is customary the 
New York Lamp Show will be held 
at the New Yorker Hotel. Dates are 
July 21 to 25. Already all available 
space has been ordered, occupying Six 
floors of that large hotel. An atten- 
dance of more than 1800 buyers is 
expected to be on hand during the 
five days. 

The Chicago show will be held in 
the Merchandise Mart for two weeks 
beginning July 7th. During that same 
period the Windy City is also playing 
host to the furniture and floor cover- 
ing buyers from the entire midwest. 
According to those directing the ac- 
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tivities of the Chicago Lamp Show, 
approximately 195 lamp lines will be 
displayed. 

\s in other industries, the lamp 
manufacturers have felt the effect of 
the national defense program, are 
experiencing some difficulty in obtain- 
ing such materials as white metal, 
brass, wire, and so forth. As a result 
production has been curtailed some- 
what and many manufacturers aré 
refusing to accept orders beyond a 
60-day delivery date 

However many of the manufac- 
turers have found it possible to make 
certain substitutions for old materials 
in order to keep production at a 
fairly high level. Buyers at these two 
shows will see such innovations as 
lamps using wood to replace metal 
and a broad usage of plastic fittings 
instead of metal. 
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REA Projects in Step with 


Rising Tempo of Defense 


Continuing full service to regular customers, REA 


swings into the defense program by supplying 


power for defense production in outlying districts 


HE end of seven years of progress 

on the REA front finds approxi- 
mately 2 million American farm fami- 
lies with central station electric serv- 
ice, nearly three times as many as had 
such power during its first year, 1935. 

In addition, during 1941 REA has 
been called upon to enlarge the original 
scope of its activities, now reports 
cases where it is serving army camps, 
mines and small factories producing 
essential defense materials such as 
ramrods, gunpowder, airplane carbu- 
retors, and cinnabar. 

Local co-ops have performed such 
specific services as surveying their 
communities for resources of impor- 
tance in defense such as power, fuel, 
water transportation, existing indus- 
tries, available or convertible manu- 
facturing space, idle productive equip- 
ment, sites for airports, etc. 

The $367,215,121 which REA has 
allotted during its six years of opera- 
tion to 824 borrowers in 45 states and 
Alaska has brought new advantages 
to farm families, has helped to insure 
an adequate supply of food and fibre 
in the event of an all-out defense 
effort which would draw heavily on 


farm manpower. 





FULL LINE SALESMAN is Will H. 
Kornbeck, who pulls in plenty of sales 
for Metropolitan Electric Supply, Chi- 
cago. Kornbeck started in wholesaling 
with the old Manhattan Electric Sup- 
ply, remained with that organization 
until early 30’s when it went out of 
business. At that time he moved over 
to Metropolitan. 
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It is estimated that about 80 per 
cent of the consumers connected to 
REA lines are farm families. The 
rest are divided among non-farm rural 
residences; stores and filling stations; 
community institutions, such as 
churches and schools; governmental 
establishments, such as airway bea- 
cons, army camps, navy and coast 
guard stations and CCC camps and 
decentralized rural industries. 


Meet To Simplify 
Wire Section Of Code 


CHICAGO—With its main purpose 
the simplification of the wire insula- 
tion and carrying capacities section of 
the 1940 Code, the electrical committee 
of the National Fire Protection Asso- 
ciation is meeting here the 10th and 
11th of this month. The proposal to 
be discussed is a suggestion to replace 
types R, RP, RPT, RH, and RHT 
with a code wire called type R. 

This new wire would meet present 
requirements for code rubber-covered 
wire, but will be smaller in diameter 
than present type R. For instance, 
sizes 14, 12, 10 and 8 will have dimen- 
sions of present RHT. 

The reasons for this suggested 
change is to minimize confusion in 
figuring various capacities and to 
avoid duplicate stocks, thus reduce 
costs for all concerned. 





Fluorescent Futurama On Tour 
To Promote Better Lighting 


Two important groups of manufacturers have cooperated 


to guide fluorescent applications with traveling show 


gore for the twin purposes of 
dramatizing the flexibility, utility 
and efficiency of present fluorescent 
lighting equipment and guiding future 
applications and developments of this 
new branch of the lighting art, the 
Fluorescent Futurama made its initial 
bow at the Carter Hotel, Cleveland, 
May 13, 14, 15. 

Two important groups of lighting 
equipment manufacturers—the RLM 
Institute and the Fleur-O-Lier manu- 
facturers—cooperated in the execution 
of the Futurama and they too are 
sponsoring its initial nation-wide tour. 

Featured in the Futurama are the 
latest types of commercial, industrial 
and residential fluorescent units pro- 
duced by 20-odd different manufac- 
turers, members of the two groups. 

Special applications or unique uses 
of fluorescents have been dramatized 
in special exhibits that in themselves 
constitute practical demonstrations of 
how to produce the best possible re- 
sults and get the most benefits from 
this new light source. 

Obviously interested in promoting 
the sale of only the best type and 
quality of units, manufacturers are 





showing only products that meet the 
rigid specifications for quality and 
performance of the group to which 
they belong. In addition, all products 
shown in the Futurama have been 
tested and approved by the Electrical 
Testing Laboratory. 

Upon completion of its _ initial 
“stand” at Cleveland the Futurama 
will go on tour, covering at least 
sixteen important cities with the story 
of fluorescent lighting. 

At each point the Jocal Electric 
League, utility or some other indus- 
try group will sponsor the show and 
extensive promotional ammunition 
will be used to build up advance 
interest and get attendance. 

Thus for instance, as we go to 
press the Futurama is “showing” at 
the Hotel Statler, Buffalo, under the 
auspices of the Electric Association 
of the Niagara Frontier and the 
Buffalo-Niagara Electric Corporation. 

On June 10, 11, 12 the Essex Elec- 
trical League of Newark, N. J. is 
Futurama’s sponsor at the Robert 
Treat Hotel, and from there it will 
move to Philadelphia for at least a 
three-day stand. 


















































National Defense Dominates 


NEWA Convention At Hot Springs 


Record attendance, for spring meeting, discusses whole- 


saler and manufacturer responsibilities in all-out effort. 





N two words—National Defense 
can be summed up the sub- 
ject that dominated the think 
ing, discussions and actions at the 
Thirty Third Annual Convention 
of the National Electrical Whole- 
salers Association at The Home- 
stead, Hot Springs, Virginia, last 
month, Anticipating the importance 
of the meeting, more than 500 
wholesalers and manufacturers at- 
tended, again shattering attendance 
records, 

The urgency of this program to 
establish the nation on a most 
powerful military basis has opened 
up an entirely new industry, the 
armament industry, stated Colonel 
Willard publisher — of 


Business Week, during his talk at 


Chevalier, 


the opening session on Tuesday 
afternoon, May 20th. This new 
industry, he said, already has 
reached huge proportions and will 
soon operate on a $1 billion a month 
basis. Industry is currently ex- 
panding at the fastest rate in_his- 
tory and as a direct result of these 
vast expenditures, industrial and 
residential construction is going 
through the most prosperous period 
since 1929, Agriculture is likewise 
getting its full share of profits. 

In this race against Hitler, as 
Colonel Chevalier termed it, four 


problems have been, or will be, pre- 
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sented to all of as: 1) normal social 
and economic life will be distorted 
and changed to a marked extent: 
2) stronger governmental control : 
3) development of certain indus- 

[ normaley—for 


tries far beyond 
aluminum. How 


about 
aluminum prices when the war is 
over? Isn’t it likely that aluminun: 
will compete with other materials 
at that time? 4) national defense 
will require many sacrifices. How- 


instance, 


ever, Colonel Chevalier feels that 
lines not competing with national 
defense, should be stepped up in 
production instead of being: stifled 
unnecessarily. 

One fine thing resulting from 
this entire national defense program 
emphasized Chevalier, is the faci 
that America is being taught that 
“Work is a Virtue.” Furthermore 
the entire thinking and action of the 
country is now directed towards 
instead of a 
standstill, divide-up philosophy. No 
longer, he said, do we hear about 
overproduction, 


greater production 


In his talk at the opening ses- 
sion, John M. Newton, chairman 
of the executive committee, stated 
that while volume for the electrical 
wholesaling industry is well ahead 
of the late twenties, strict manage- 
ment is especially essential today 
because of much higher taxes, in- 
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creasing wages, expanding costs of 
inaintaining larger and broader 
stocks, plus such mounting “inc1- 
dental” costs as long distance phone 
calls, telegrams, and so forth. That 
the electrical wholesaling industry 
has been doing a splendid job in 
the defense program is the thought 
of many important men in Wash- 
ington who consider the electrical 
wholesaler of vital importance, re- 
ported Mr. Newton. 

Due to a serious shortage in zinc, 
the chairman cautioned the whole- 
salers and manufacturers that OPM 
expects them to consider this short- 
age in their operations and to act 
instance, Mr. 
Newton mentioned that it will be 


acCe rdingly. x Tr 


necessary for wholesalers and con- 
tractofs to push black pipe and 
fittings in preference to galvanized, 
thus reversing the trend that the in 
dustry was stimulating up to ‘the 
present emergency. In this’ respect, 
Mr. Newton told his audience that 
the government will not permit any 
hoarding or piling up of excessive 
stocks. 

Director E. Donald 
Tolles who is now in his 25th year 


Managing 


with the association was presented 
with an inscribed gold watch on 
behalf of the membership to mark 
the occasion. It was also announced 
that the following wholesale houses 
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have joined the association since the 
Dauphin 
Harrisburg, Pa.; 
Electrical Supplies, Inc., Hartford, 
Conn. ; Metropolitan Electrical Sup- 
ply Co., Chicago; Michigan Chan- 
delier Co., Detroit; Pixley Electric 
Supply Co., Columbus, Ohio ; South 
Bend (Ind.) Electric Co.; E. M. 
O'Donnell Co., Syracuse, N.Y. 
Mr. Tolles also announced that Fox 
Electric Supply Co., Elgin, IIL, is 
now a regular instead of special 


jast meeting: Electrical 


Supplies ee 


member. 
At another meeting, ©. Fred 
Rost, editor-manager, WHOLE- 


SALER'’S SALESMAN, discussed the 
priorities question and warned the 
wholesalers that the problem is con- 
tinually becoming more acute with 
the result that it will be necessary 
for them to maintain comprehensive 
records to prove where materials 
are being sold and delivered. By 
so doing, the individual wholesaler 
who is supplying materials for de- 
fense projects will have these sub- 
stantiating facts, thus will be able 
to. obtain replacement materials. 

On the other hand, those whole- 
salers and contractors, who are not 
involved in defense business, will 
experience difficulty in obtaining 
certain materials, especially those 
products involving the use of alu- 
minum, zinc, certain types of steel, 
and so forth. Mr. Rost made it 
definitely clear that this country is 
making an all-out effort and that 
defense business shas the absolute 
go-sign, with the result that some 
individual wholesalers who do not 
prove their necessity will find it so 
difficult to obtain various products 
that they might be forced out of 
business. 

\ddressing a meeting on Thurs- 
day, A. D. Cameron, vice president 
of the Holophane Company, and 
president of the Illuminating Engi- 
neering Society, stated that while 
lighting has always represented 
large volume for the wholesaler, it 
is becoming an even larger and 
more complex business. This is due 
primarily to the broad acceptance 
Not only 


does every fluorescent installation 


f the fluorescent lamp. 


involve auxiliaries and starters, with 
possible service problems, but the 
business has brought into being 
hundreds of manufacturers who are 


producing units that do not conform 
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to any sound or accepted illuminat- 
ing standards. By selling either 
house-to-house or through fly-by- 
night jobbers of all types, these con- 
cerns sell a unit-at-a-price, with no 
interest in promoting good lighting. 

To meet this kind of competition, 
Mr. Cameron suggested that the 
wholesalers become even mort 
familiar with good lighting engi 
neering; sell only those fluorescent 
units that are of quality design and 
properly engineered ; aid stabiliza- 
tion, standardization and identifica- 
tion in order that the public will 
know what is worthwhile; maintain 
high, ethical standards with the 
manufacturer, contractor and cus- 
tomer. 

The executive committee re 
elected John M. Newton as_ its 
chairman and Warren |. Bickford, 
vice-chairman. A. H. Kahn was 
again elected to the Central Divi 
sion and Mr. Newton to the 
\tlantic. W. L. Perry, of Perry 
Mann Electric, Columbia, S. C.. 
and C. Hax McCullough, W. 1 
McCullough Electric, Pittsburgh, 
are new members of the Atlantic 
Division Committee. R. H. Adams, 
Hendrie & Bolthotf, Denver, and 
A. KE. Durin, Terry-Durin § Co., 
Cedar Rapids, were elected to the 
Central Division. 

\Ithough complete details are 
not yet available, the NEWA will 
meet at Detroit in October. When 
the hotel is named and exact dates 
set, the news will be announced in 
this publication. 


(1) Nathan Newman, West Philadelphia 
Elec.; A. H. McDonald, McDonald Elec., 
Miami; Al Fromm, Morristown (N.J.) 
Elec.; Paul Leary, Wadsworth Elec. 


(2) Charles D. White, Mfg. Agent, Bos- 
ton; Jack Saladine, Elec’l. Supplies, Inc.. 
Hartford; Troy A. Brown, Raybro Elec., 
Tampa; Walter Bieringer, Plymouth 
Rubber. 


3) J. M. Spangler, National Carbon; 
Leonard Cohn, Triangle Elec., Chicago; 
C. E. Anderson, National Carbon. 


(4) W. B. Heaps, Wholesaler’s Sales- 
man; James M. Bennan, Jefferson Elec.; 
Dave J. Biller, Day-Brite Lighting; O. 
Fred. Rost, Wholesaler’s Salesman. 


(5) R. C. Graves, Trumbull Elec., R. C. 
Robinson, Tristate Elec., Hagerstown, 
VUd.; Herb Allen, Square D. 


(6) Chris Litscher, Litscher’s Elec., 
Grand Rapids; Richard L. Wildauer and 
G. C. Barry, both of A. H. & H. 


Camera Clicks 
at Hot Springs 








Reports of Commodity Committees 
At Wholesaler Convention 


Committees at NEWA convention were 


with national defense, as demonstrated by 


primarily concerned 
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country, 
using equipment and services of 


With the present 


he wholesaler, 
this material 


and efficiently, will gain 
recognition by the 


Standards, U. S. 


now exceeds immediate 


with special service 
increased demand has apparently caused 


APPARATUS AND CONTROL 
H. Czech, Chairman 


It is the opinion of the committee that 


can best serve the needs 


and at 
work ol 


lowest costs for 
distribution, by 


whole 


standards 

control 
should be at 
and the 
service ot 


simplified 
of motor and 
business 
performing the 
economically, 


1 


manu 


The National Bureau of Standards has 
iddressed a communication to this 
advising that on 
1941, a commercial standard for portable 
| lrills “becomes effective. 
is TS3031 it atay be 


Asso 


October 18. 


Known 
»btained by writing 
iild, Chief, Division of 
Department of 
ishington, D. C. 
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ARMORED CONDUCTOR 
C. S. Powell, Chairman 


business improvement and re 


the National Defenss« 
improved many of the 
formerly prevailed in the 
this commodity. Demand 
supply. The de 
is about 90 days 
in emergencies. This 


today 


for use of sub-standard 


With the exception of deliver 


ies, the 
beneficial 
they will 


improved conditions are very 
and your committee 
ontinue permanently 


¢e 


CAST METAL CONDUIT FITTINGS 
G. J. Cossmann, Chairman 


hopes 


Your committee asked the manutac 
turers this question, “When a_ whole 
saler ships from his stock for ready 
service to get a job started, with the 
balance for direct shipment under 


priority, how does the wholesaler replace 
this merchandise to his stock promptly, 
and can the same priority number be 
ised in this secondary manner?” The 
manufacturers replied that at this time 


it is their opinion that the same priority 
number would suffice. 

Inquiry of manufacturers egarding 
plans to substitute, due to scarcity of 


aluminum, zinc and other’ materials, 


drew response that at present manufac 
turers are unable to state anything 
lefinite, but will inform wholesalers 
regarding substitutions if and when sub 
stitutions are found 
Committee also asked the 
turers whether, in the 
stitutions become 
for civilian 
rganized 


necessary. 

manufac 
event that sub 
necessary—particularly 
needs they will consider 
publicity directed to archi 
engineers, general contractors and 
elect 1 contractors Manufacturers 
replied that they are not disposed to 
formulate program, feel 
ing that if and 
made, the se 
the only 


tects, 





such a specific 
when substitutions are 
substitutions will involve 
materials available and quite 
likely will have Underwriters’ approval. 

The manufacturers were informed that 


anxious to serve the 


“er , 
le Wholesaiers aré 
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cooperating with 
the Government and proving the essen- 
tiality of the wholesaling industry, and 
that they would like the guidance of the 
manutacturers. The manufacturers re- 
plied that, in their opinion, the whole- 
salers are an important and very essen- 
tial factor in the distribution of mate- 
national defense and that their 


rials for 
would be given on every occa 


Defense Program by 


guidance 
sion, and suggested that 
ever mindful t the 


nrohlem and read + 
yrobiems and eady oO 
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whole sale rs be 
manufacturers 
“ooperate con- 


stantly 


CONDUIT 

L. E. Latham, Chairman 
\ large demand for 

created by the 


making it necessary for 


rigid conduit has 
Defense Program, 
wholesalers to 


been 


anticipate requirements several weeks 
in advance with no definite assurance 
accurate shipping dates to guide 
them. Shortage of zinc has created a 


relation 
ippears 


particularly acute situation in 
to galvanized conduit, and it 
‘ertain that unless this shortage is over- 
apparent at 
galvanized conduit will be 
placed on the priority shipment 
Various government purcl 


come by some means not 
present, 
basis. 
lasing agencies 
are supporting a program to encourage 
black enameled conduit. The 
‘ommittee understands that it is the 
intention of the OPM to urge members 
of the NECA and AIEE t 
along similar lines. 

The present ratio of demand for black 
ind galvanized conduit is running at the 
rate of approximately 30-70% 


use of 
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It appears to be the opinion of some 
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of this committee that there has been 
a tendency on the part of certain classes 
f users of conduit to place large orders 
in anticipation of their demands in order 
to guard against a threatened shortage 
of this all-important commodity. This 
type of buying, plus the fact that whole- 
salers in general have been placing 
larger orders in anticipation of greater 
demands, has perhaps been one of the 
factors tending to make it more difficult 
to obtain material in sufficient quantities 
promptly. Your committee has no 
recommendation to offer in this respect, 
and the opinion is passed on merely as 
a point of information. 

The committee feels that, in view of 
uncertainties regarding deliveries, it 
would be in order to suggest to conduit 
manufacturers that something in the 
nature of a “Protective Clause” be 
written into future delivery specific 
building job contracts, whereby as their 
agents neither we, nor they, could be 
held liable for damages for failure to 
deliver from local warehouse stocks on 
short notice, specific quantities of con- 
duit not immediately available due to 
unforeseen defense demand priority 
orders compelling manufacturers and 
wholesalers to give such orders prefer- 


ence, 


FAN MOTORS 
W. L. Perry, Chairman 


Fan models have been simplified by 
the various manufacturers, as recom- 
mended by the committee for several 
years, and manufacturers advised prob- 
able further simplification of fan lines 
for 1942. Due to the scarcity of certain 
materials, individual manufacturers were 
unable to report any definite plans for 


1942. 
© 


INDUSTRIAL AND COMMERCIAL 
LIGHTING 


W. W. Booth, Chairman 


The lighting industry has _ reached 
perhaps a position as the second largest 
and undoubtedly fastest growing com- 
modity in the electrical wholesaling 
business—roughly estimated as increas- 
ing from a market of $35 million four 
years ago to about $200 million today. 
In the interest of better service under 
present conditions, manufacturers pointed 
out that wholesalers should encourage 
the consumer to place requirements as 
early as possible. 

Regarding service requirements on 
defective parts of fluorescent equipment, 
it is recommended that manufacturers 
(a) supply fixtures whose component 
parts are of proven quality; (b) thor- 
oughly test complete fixtures prior to 
shipment from factory; (c) include 
printed notice or tag instructing user in 
proper care and servicing required for 
best results; (d) clearly state policy 
as to the warranty extended on complete 
equipment; (e) assume responsibility for 
defective parts. 
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MAJOR APPLIANCES 
C. R. Pritchard, Chairman 


At the meeting, Secretary Alfred 
Byers reported that on recent contacts 
with the Metals Division of the OPM 
it was indicated that certain restrictions 
will be placed on various types of 
metals. While no definite information 
is available, it is apparent that the 
production of major appliances will be 
restricted during 1942 because of raw 
materials shortages. 

A letter read at the meeting from the 
Chairman of the Radio and Tubes Com- 
mittee stated that a severe reduction in 
the amount of aluminum radio manu- 
facturers are to receive (30% of last 
vear’s) has already resulted in radical 
changes in policy, some of which have 
been the withdrawal of prices entirely, 
with the understanding that prices will 
be those in effect at the time shipments 
are made. There is every indication that 
low-priced radio models are out, and 
there is a probability that, because of 
the possible necessity of the elimination 
of PM speakers, the popular 3-way sets 
may be discontinued. 


© 


OUTLET, SWITCH BOXES & 
ASSOCIATED MATERIALS 


H. D. Roseth, Chairman 


In the Pittsburgh report we recom- 
mended that, in the interest of simplifi- 
cation and economy, manufacturers 
should concentrate on galvanized mate- 
rial instead of black. It is obvious that, 
as a result of current shortages of certain 
basic materials required in the galvan- 
izing process, we must abandon all 
efforts in this direction. In fact, we 
must reverse our stand and push the 
sale of black enameled material every 
place where it would serve the purpose. 

Wholesalers can further assist national 
defense by concentrating on a few, rather 
than many, types in each line. 

Uncertainty of future material and 
labor costs has forced many manufac- 
turers to withdraw all existing price 
quotations and announce a policy of 
accepting orders only at prices prevail- 
ing at the time of shipment. Wholesalers 
must adopt this policy in their quotations 
to industrials and contractors on private 
jobs, but another method must be used 
on government bids because there firm 
and fixed prices are required. Manu- 
facturers should therefore find a way 
to cooperate with wholesalers and assume 
responsibility on all such government 
quotations on a definite basis for a fixed 


period of time. 


R. E. A. 
D. C. Guest, Chairman 


Committee recommends that NEWA, 
through its officials, again go on record 
as opposed to pool buying and that a 
protest be made by these officials to the 
Administrator. Protest should show 
that the plan of pool buying, particularly 
with respect to refrigerators and other 








major appliances, may prove impractical 
because the ability to purchase at low 
prices is based on highly specialized sell- 
ing—the kind of selling that REA 
Cooperatives are not organized or 
equipped to promote. The committee 
believes that the REA program would 
be more successful if farmers are sold, 
and the best way to do that is through 
distributor-dealer channels employing all 
the selling methods successfully used in 
the past. 

The committee advises wholesalers to 
try to interest more of the large, respon 
sible contractors in farmstead wiring. 


© 


VENTILATING AND AIR 
CONDITIONING EQUIPMENT 


F. J. Hopperton, Chairman 


There is a greater acceptance of kitchen 
and attic ventilators than ever before 
and these fields should not be neglected. 
Wholesalers should urge dealers to 
maintain ventilating displays. National 
defense offers opportunities for sales to 
industrials of ventilating equipment and 
packaged air conditioning units, because 
good ventilation and air conditioning 
will increase efficiency of workers. Ven- 
tilation is a year-around business for 
residential, industrial and commercial 
markets, and not confined to just a few 


months each year. 


WIRES AND CABLES 


F. R. Eiseman, Chairman 


Future delivery contracts are now 
almost wholly written on a 90-day basis, 
and extensions are granted most reluc 
tantly and only upon proof that said job 
is not yet completed. 

Much could be said as to how the 
Defense Program is affecting the wire 
business, but the committee feels that 
this is a problem that each and every 
wholesaler must deal with individually 
and that time alone will tell what’s in 


store for us. 
f 4 


WIRING DEVICES 
C. McKew Parr, Chairman 


Manufacturers explained their prob 
lems in regard to obtaining raw mate 
rials and stated that, of course, defense 
needs receive preference. They said it 
would be helpful if wholesalers at the 
present congested time refrain from 
sending routine inquiries as to deliveries 
on ordinary stock orders. They sug 
gested that inquiries be sent only on 
specific items urgently needed. 

Manufacturers also suggested that, 
where materials were specifically ordered 
for defense purposes, the wholesalers 
should definitely indicate, also give full 
priority details. This data would be 
helpful to manufacturers in showing 
defense destination of products to help 
them on their own requisitions for raw 
materials. 
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iT HOT SPRINGS 


The Road Ahead with the 
OFF-THE-SHELF PRIORITIES PLAN’ 


By 0. Fred. Rost 





© Never before in the history of 
American Business has the road 
ahead been so clearly marked as 
one that would take us unques- 
tionably through several years of 
unprecedented industrial 
high business volume, high wages 
and big payrolls. 


activity, 


® Never before has business been 
so certain of finding itself domi- 
nated and sustained at a high level 
by a new industry which paradoxi- 
cally finds its sole sponsor also in 
the role of its sole customer. 

¢ That new industry is Armament 
and Uncle Sam is at once its spon- 
sor and its customer. The interests 
of all other industries and all their 
customers either will be dovetailed 
into or subjugated to the demands 
of that new-born giant armament 
industry. 


® The dollar totals into which the 
business of the newcomer must 
mount will seem fantastic when they 
hecome known, and the tonnage 
totals of metals and other materials 
needed for armament will stagger 
the imagination, 
® The electrical 
not share completely the clear out- 
look for large-volume years that 
applies to general business. 


wholesaler does 


® He will be able to replace stocks 


* The verbatim record of Mr. Rost’s ex- 
temperaneous talk at the NEWA Hot 


Springs convention was not obtainable be- 
fore press time. Excerpts here printed are 
quoted from notes. Sections 7, 8, 9 and 10 
of the Defense Supplies Rating Plan are 
reprinted in full from the original release. 
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that were sold and delivered to 
defense plants. For a while at least 
he will have to fight for materials 
that are intended for civilian (non- 
defense) uses. 

¢ Chances for making excessively 
big profits are slim. Manufacturers 
are now or will be forced to account 
for all shipments, which means that 
speculative stocks cannot be accu- 
mulated. Prices will be 
scrutinized by Leon Henderson’s 
OPACS and price increases must 
be supported by evidence _ that 
justifies them. 


closely 


Off-The-Shelf Priorities 


© Officially the new plan that is 
expected to be applied to the elec- 
trical wholesaling industry is known 
as the “Defense Supplies Rating 
Plan.” 

e It was designed to give specified 
manufacturers of “off-the-shelf” 
supplies a preference rating for the 
acquisition of scarce materials enter- 
ing into defense work. (Aluminum, 
zinc, copper and steel are now rated 
as “scarce” materials. ) 

¢ For the present, this plan will be 
tried experimentally with a_ re- 
stricted list of about 500 producers 
of : Industrial motors, 1 to 200 H.P., 
cutting tools, portable tools, hack 
and band saws, etc., etc. 

e It will be noted that until raw 
materials that are now rated as 
“scarce” are no longer under the 
mandatory control of the Division 





of Priorities otf OPM, very few 
products, involving those materials 


for civilian use can be manufac- 


tured. 

® Space does not permit quoting 
here the complete text of the plan, 
but the following excerpts will give 
an idea of what electrical whole- 
salers may expect to be the back- 
bone of a priorities plan applied to 
their business: 


7. Defense Identification and 
Customer’s Affidavit 


To establish as definitely as possible 
the volume of business in Defense Sup 
plies, a Producer upon receiving a De 
fense Supplies Rating Order shall there 
after require customers to identify by 
contract, project or preference rating, 
the contracts and orders placed with him 
to determine whether the products 
shipped thereunder will be Defense Sup 
plies. 

When such definite identification of a 
contract or order is not possible, such 
products of the Producer may neverthe 
less be identified as Defense Supplies if 
the Producer can secure from his cus 
tomers an affidavit in the form of “Cus 
tomers’ Affidavit of Defense Require 
ments” which accompanies this letter. 
One such affidavit shall be obtained from 
each customer each month covering all 
such unidentifiable contracts or orders 
placed by such customers with the Pro 
ducer during said month. 

If the Customer is a dealer, jobber or 
distributor, such dealer, jobber or dis 
tributor shall furnish to the Producer 
one such affidavit each month. But the 
dealer, jobber or distributor in turn 
shall procure from each Customer each 
month a “Customers’ Affidavit of De- 
fense Requirements” covering all con- 


tracts or orders, to support the affidavit 
made to the Producer. In obtaining 
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\ffidavit of Defense Re- 
quirements” to support affidavit made to 
Producer by a dealer, jobber or dis- 
tributor, the dealer, jobber or distributor 
shall follow the same procedure as that 
outlined above for the Producer. 
“Customers’ Affidavit of Defense Re- 
uirements” is permitted only when the 
Customer’s order is not specifically iden- 
tiable by preference rating, project or 
contract identification. 


“Customers’ 


( 


§. Assignment of Preference Rating to 
Deliveries of Scarce Materials 


When the Producer has filed reports 
as above provided with the Division of 
Priorities and a preference rating of A-10 
has been assigned to deliveries to the 
Producer of quantities of Scarce Mate- 
rials, the Division of Priorities will mail 
a certified copy of Form PD-25 to the 
Producer and at the same time assign a 
serial number to that Producer, where- 
upon the Producer shall in applying the 
preference rating to the deliveries of said 
quantities of Scarce Materials from his 
Suppliers, refer to (1) the Defense Sup 
plies Rating Order, (2) the serial num 
ber assigned, (3) the expiration date 
thereof, and (4) the quantities of Scarce 
Materials to the deliveries of which the 
preference rating applies. 

The Producer having executed a copy 
of the Order and delivered the same to 
the Division of Priorities, he shall exe 
cute an additional copy for each Syp- 
plier to whose deliveries of 
Materials preference rating is applied 
and furnish one such additional executed 
copy to each such Supplier. One such 
copy furnished to a Supplier shall be 
deemed to cover all deliveries of such 
material by such Supplier to the Pro- 
ducer whether such deliveries are pur- 
suant to one or more orders placed at 
one time or from time to time and for 
one or more types of material, provided 


Scarce 





(I) J. B. Dunn, Tower-Binford Elec., 
Richmond, Wa.; M. W. Nichols, Nichols 
Elec.. Dayton; Walter §S. Biue, Co- 
lumbian Elec., Kansas City; August 
Kubec, Kubec Elec., Chicago. 


(2) A. F. Head, L. G. Moore, Jr., Axel 
H. Kahn, all of G. E. Supply, Fred R. 
Eiseman, Revere Elec. Supply, Chicago. 


(3) Gaylord Miller, Warren Bickford, 
H. B. Tompkins, Henry Czech—all West- 
inghouse Supply. 

(4) Graybarites Herb Metz, N. Y. C.; 
C. 8. Powell, Boston; George Cossmann, 
Chicago; W. H. MacCrellish, Cincinnati. 


(5) Chicagoans Leonard Cohn, Triangle 
Elec.; Art Anixter, Englewood Elec.; 
Ben Cohen, Harrison Wholesale; Mike 
Taradash, Hyland Elec. 


(6) W. E. “Blackie” Daw, Mfg. Agent, 
Boston; Tilden Thompson and Tom Wal- 
lace of Ansonia (Conn.) Electric. 


WHOLESALER’S SALESMAN — June 1941 


that the total shall not exceed the quan 
tities certified by the Division of Priori 
ties. 


9. Extension of Order by Suppliers and 
Sub-Suppliers 


After a Producer has received a De 
fense Supplies Rating Order and a pref 
erence rating has been assigned to de- 
liveries of Scarce Materials to him, his 
Supplier may in turn require the assist- 
ance of the same rating to make possible 
his deliveries to the Producer. 

The Supplier may extend the prefer- 
ence rating to his Sub-Supplier by 
executing additional copies of the same 
Defense Supplies Rating Order which 
has been issued to the Producer. He 
shall send one such executed copy to the 
Division of Priorities, and another to 
each of his Sub-Suppliers to whose de- 
liveries he intends to apply the rating. 
The Sub-Supplier may re-extend the 
preference rating by following the same 
procedure. 

In extending and _ re-extending the 
preference rating originally assigned to 
deliveries of Scarce Materials to the 
Producer, each Supplier or Sub-Supplier 
shall refer on his purchase order to the 
serial number given by the Producer and 
the period for which the serial number 
has been granted. The rating so ex- 
tended or re-extended shall be applied 
nly to the delivery of materials which 
the Supplier or Sub-Supplier requires 
to make possible his deliveries which 
have been rated under the Order. 

Extensions of the original preference 
rating shall carry the same preference 
rating of A-10. 

Any Supplier or Sub-Supplier who 
thus extends the Order and the prefer- 
ence rating shall fill out and execute in 
duplicate each month the “Report of 
Extension of Defense Supplies Rating 
Order” in the form attached to the 
Defense Supplies Rating Order and each 
month send the same to the Division of 
Priorities. 





General 


The Producer must maintain accurate 
records of all applications of the prefer- 
ence rating to deliveries of Scarce Mate- 
rials under the Defense Supplies Rating 
Order so that the same may readily be 
examined by a field inspector of the Divi- 
sion of Priorities. Any Supplier who 
extends the Order in the manner above 
set forth must also maintain such records. 

It is believed that the proper use of 
this plan should reduce inventories by 
assuring a steady flow of Scarce Mate- 
rials in the quantity and at the time 
they are needed for production of De- 
fense Supplies. Deliveries of Scarce 
Materials rated by this Order must noi 
be scheduled by the Producer or Sup- 
pliers for delivery prior to the time they 
are necessary for the production of De- 
fense Supplies. 

All reports to be filed and all inquiries 
shall be addressed to Division of Priori- 
ties, attention Joseph L. Overlock, Office 
of Production Management, Washing- 
ton, D. C. 
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Check these finer features of 
HYGRADE FLUORESCENT LAMPS! 


It’s easier to build customer-satisfaction 
and repeat business on Fluorescent 
Lamps when you offer the sum total of 
Hygrade’s advantages — achieved by 
exacting quality controls, extra care in 
manufacture, individual inspections on 
every lamp: 


Superior Coating—made by a special 
Hygrade process and protected by Hy- 
grade patents—makes Hygrade Fluor- 


escent Lamps more efficient, more 
economical. 


Finer-Grained Coating makes Hy- 
grade Fluorescent Lamps more even in 
texture, more pleasing in appearance. 
Light is uniformly brilliant along the 
entire length of every lamp! 


Standardized colors — assured by 
rigid maintenance tests — mean re- 
orders will match. 


the PLOWHECETS 





NEW MIRASTAT Ma” 
STARTERS mean c 


superior performance! 


Originally made for use in 
MIRALUMES only, the Hy- 
grade Mirastat is. proving 
itself sensationally superior 
in all fixtures. Assures ade- 
quate pre-heating of elec- 
trodes — positive starting 
and re-starting—eliminates 
“fluttering’’ — prolongs 
lamp life—better perform- 
ance throughout! 











WRITE TODAY for complete facts on Hygrade 


Miralumes, Fluorescent Lamps, and Mirastat 
starters. Dep’t WS-6, Hygrade Sylvania Corp, 
Ipswich, Mass. 
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The CAMERA CLICKS 
at Hot Springs 





A. D. Cameron, Holophane, talked on 
lighting. John L. Busey, G. E. Supply, 


checking out. 





Speaking at Opening Meeting—John M. Newton, chairman; E. Donald Tolles, man- 
aging director; Colonel Willard Chevalier, publisher, Business Week; Dana TI. 
Ickerly, counsel. 


Mr. & Mrs. R. M. Johannesen, Johan- 
nesen Electric, Greensboro, N. Car., took 
some movies. 


John Brown Cook, Reliable Electric, does some of his clever card 
tricks for a baffled audience. 


Happy grins by Don Six, Moe Bros.; 
Earl Nelson, I. A. Bennett & Co., Chicago; Charles G. Pyle and F. H. Healy, both Troy Brown, Raybro Electric, Tampa, 
of Hygrade Sylvania; Harry W. Gee, Gee Elec., Wheeling, W. Va. Fla.; Gordon N. Lewis, Jenkins Bros. 
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Clarence L. Steber, Steber Mfg.; J. P. Hamblen, Southern Mr. and Mrs. Joseph Ward of Noma Electric—J. P. Hamblen, 
Elec., Houston; Mark Carroll, Chase-Shawmut—A. E. New- Southern Electric, Houston, can testify as to those trout caught 
man, G. E. Co.; Axel H. Kahn, G. E. Supply, Chicago. by Arthur I. Appleton, Appleton Elec. 





Chris Litscher and son Dan of Litscher’s Electric, Grand Les Wheeler, Trumbull Elec., and C. P. Andrew, Noland Co., 
Rapids—Jack McDevitt, NEWA_ hands prize to Maurice Newport News, Va—Kenneth Gifford, Schick Shaver and J. P. 


UcCarthy, Anaconda, who shot a 68. Carson, Graybar, San Francisco. 


_— 
met a Pa 


>» -@ 
; 


1 pair of Graybar men—J. A. Mayer and T. J. Ward—Emmett Vic Nemeroff, Electro Mfg.; Earl Grawoig, Continental Prod- 
K. Moore, Harvey Hubbell © Co., L. E. Latham, E. B. ucts; Joe Riesman, Royal Elec—Mrs. Howard Collier wom 


Latham & Co., N. Y. C. putting contest, receives prize. 


es 
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More “Clicks” 
at Hot Springs 


(1) Harry Fell, McCleery-Carpent: 
Elec., Columbus; H. C. Moses, Jy., 
Thomas & Betts; N. C. Goldman, Com- 
mercial Elec., Toledo. 


(2) C. L. Steber, Steber Mfg.; S. A 
Loeb, Webster Elec.; Tony Sinnott 
guest; R. A. Hoagland, Jefferson Elec.; 
Bill Heaps, Wholesaler’s Salesman. 


(3) G. T. Morrow, Curtis Lighting; 
Herb Carlson, Elec. Fixture & Supply, 
Omaha; S. D. Whitford, Pass & Sey- 
mour. 


(4) Henry Gordon and B. A. Mitchell, 
Mitchell Mfg. Co. 


(5) Geo. Steiner, Steiner Elec., Chicago; 
J. Markel, Markel Elec. Prod., Buffalo; 
Harry Roseth, Co-Op Elec., Chicago. 


(6) J. C. Ingram, Bussmann; Charles 
Dubsky and C. M. Crofoot, Crouse- 
Hinds; C. E. Ludovici, Wesco, Phila. 


(7) Max Held, Halcolite; Joseph Fink, 
Efengee Elec., Chicago; Morris Surface, 
Chase Brass. 


(8) Dave Braddock and Steve A. Mar- 
tin, American Automatic Electric Sales. 


(9) George C. Richards, New York; 
VM. P. Lewis, U. 8S. Rubber. 


(10) J. M. Moore, Nat'l. Elec. Prod., 
Atlanta; Harry L. Gilham, Harry Gil- 
ham Co., Atlanta; H. J. Newton, Nat'l. 
Elec. Prod., San Francisco. 


(11) Lewis Hull, Square D; R.A. Stott, 
Tristate Elec., Hagerstown, Md. 


12) G. E. White, Central Elec., Battle 
Creek; J. V. Smith, Hubbard & Co.; 
E. J. Dailey, Graybar, N. Y.; A. R. 
Maynard, Graybar, Detroit. 


(13) A. 1. Appleton and Mr. and Mrs. 
irthur I. Appleton, Appleton Electric. 


(14) J. V. Smith, Hubbard & Co.; E. A. 
Hawkins, Graybar, N. Y.; S. A. Loeb, 
Webster Elec. 
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aid at WASHINGTON 


By Jesse H. Jones 


Secretary of Commerce and 


Federal Loan Administrator 


The American Temper of Today 





O see how far we have come we 
need only recall our lack of pre- 
paredness a year ago. 

We did not even visualize the possibil- 
ity of defense activity on anything ap- 
proaching the scale on which it is now 
organized. It is not easy for a peace- 
loving people like ours to change over- 
night from purely peacetime pursuits to 
complete all-out effort at arming, even 
for defense. 

This is particularly true because we 
have always had faith in the protection 
of the oceans, and have always believed 
that no power could invade us. 

Maybe we can’t be invaded, but we 
might become isolated economically, and 
that would inevitably lead to war. Trade 
outlets are the cause of most wars. 


14,000 Prime Contracts Let 


In the period of these few months, 
more than 14,000 separate prime con- 
tracts, and probably more than 100,000 
subcontracts, have been let for the manu- 
facture of everything from a corporal’s 
chevrons to bombers and battleships. 

These contracts call for the expendi- 
ture of more than $12,500,000,000. New 
defense plants, numbering 784 and cost- 
ing more than $2,100,000,000 have been 
built, or are under construction, by the 
War and Navy Departments. 

In addition to these, the RFC is 
building or financing more than 100 de- 
fense plants at a cost of $650,000,000. 
All of these plants are for the manu- 
facture of war supplies. 

The RFC is accumulating reserve 
supplies of copper, tin, antimony, chrome, 
asbestos, zinc, graphite, manganese, 
tungsten, rubber, wool and a few other 
items of strategic materials. 


No Room for Complacency 


I am fairly close to defense activity. 
I have seen it in the sprouting stage and 
now I see it bearing fruit. 

Its progress is not satisfactory in all 
respects, but under the circumstances I 
think it is better than good. 

I am afraid, however, that as a people 
we have not yet realized the imperative- 
ness of our defense necessities; that we 
have not yet been shocked. 
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Jesse H. Jones 


There is no room in America today 
for complacency. There is no place for 
indifference. Certainly there is no place 
for obstruction and it should not be tol- 
erated. No matter how fast defense 
production climbs, it will not be fast 
enough to meet the need nor to satisfy 
our state of mind—our anxiety. 

There is no place in the crucial world 
of 1941 for any debate or any excuses. 


Defense Expenditures 


Our defense expenditures are now 
running at the rate of $9,000,000,000 to 
$10,000,000,000 a year. The end of the 
year will undoubtedly see this rate 
stepped up to as much as $15,00,000,000 
yearly, possibly more. 

It is impossible to understand fully 
the meaning of these huge appropria- 
tions of money until we translate them 
into labor and material. 

Fifteen billion dollars is more than all 
the wages and salaries paid by all the 
manufacturing plants in the United 
States in any one year. 

It is twice the value of all the agri- 





cultural products produced in the United 
States in any recent year by our 6,000,- 
000 farm families. 

Some people seem to think that this 
colossal effort at defense need not inter- 
fere with business as usual. The 
European war might now be over if 
some of the democracies involved had 
not taken just that view in the beginning. 

And experience should teach us that 
anything short of a maximum effort— 
maximum aid to Britain and the other 
democracies, and maximum preparation 
for the defense of the Western Hemis- 
phere—may be worse than no effort at 


all. 
Must Guard Against Inflation 


If we are to get ready to defend our 
selves, let’s be sure that we do a good 
job of it. That means we must give up 
some of the things we have been used 
to, when actually we will have more 
money in circulation from the Govern 
ment spending all these billions for de- 
fense. 

With the expenditure of these billions, 
we must guard against inflation and run- 
away prices. We may have to submit 
to price controls to make sure that the 
defense effort is not impeded. 

We are in the most momentous period 
in modern history. Whether it will be a 
grim, tragic tale of long and arduous 
struggle, or will lead to a peaceful and 
better world, depends upon the military 
outcome. 

Putting first things first, the war must 
first be won. We are helping the 
democracies because we believe the sur- 
vival of democracy is essential to our 
civilization. 

We should not underestimate the task. 
We will be called upon to pay dearly 
for something we would like to have 
avoided, something unnecessary and in- 
excusable. 

3ut when outlaws are at large and our 
future at stake, we have no choice but to 
prepare to defend ourselves against ag- 
gression from any source. 

If we would preserve the kind of life 
we have been accustomed to, and want 
to continue to enjoy, we must lay gun 
on gun until every threat to our security 
has been met. 
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Said at NEW YORK 


By Charles G. Pyle 


Excerpts from an address before ti 
American Management Assn. 


Building Fluorescent Sales 
: “From Scratch. 





UR Engineering Research Depart 
ment for a number of years had been 
experimenting with ultra-violet lamps 

with the thought of obtaining some 
method of transforming the already 
created, but practically invisible, ultra 
violet light into a visible light to be used 
for general illumination. Through re 
search they had discovered that certain 
powders, which they called phosphors, 
would transform ultra-violet light into 
visible light. The difficult problem still 
existed, however, of applying these pow 
ders to a tube in such a manner as to 
adhere firmly to the inside of the tube to 
allow the maximum amount of light to 
be produced and to escape. This was the 
embryo of the fluorescent lamp 


\fter many months of experimenting 
with different methods of applying this 
powder to the tube, the engineers finally 
arrived at the answer; Hygrade patented 
its method of coating the lamp and in 
October 1938 the company announced its 
first commercially available fluorescent 
lamp ... or, should we say, dropped this 
new born babe into the lap of the sales 
department. 

What more could a sales manager ask 
for? Here was a revolutionary new light 
source and what light! Nothing like it 
had ever been artificially created before! 
Gloriously clear, and soft—here was man 
made daylight at last! And a world of 
new possibilities opened—for 
industry, homes! 


business, 


But it wasn’t as simple as all that. Fo 
while we had a wonderful new light 
source—made available (as far as the 
lamp itself was concerned) at a relatively 
low cost—it could not be used in the 
ordinary light socket Although existing 
ircuit wiring could be utilized, fluores 
cent lamps required considerable auxiliary 
equipment before they would function. 

We recognized at once that, if fluores 


cents were to be of maximum industrial 
and commercial use, the product must be 
\ unit package 
for fluorescent lighting, something which 


made readily adaptable 
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General Sales Manager, Lamp Div. 
Hygrade Sylvania Corp. 


ould be plugged in as simply as a fan or 


any common piece of electrical equipment, 
was needed 

In brief, without fixtures or necessary 
equipment, we were like the razor blade 
manufacturer without razors. We 


11 


> were 
all dressed up with no place to go. 


Getting Oriented 


This brings us to my second general 
heading—the period of orientation. 

Here was much more than a new item 
of merchandise. Here was a new indus- 
try with a product apparently having 
every possible advantage that any new 
product should have. As far as our com- 
pany was concerned, we had entered an 
entirely new field, not just from the 
standpoint of manufacture, but particu- 
larly from the standpoint of view of 
distribution. Here was a product that 
required a certain amount of technical 
knowledge on the part of the salesmen 
befare it could be sold. Here was a 
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product that apparently required a cer- 
tain amount of service after it had been 
sold. Here was a product about which 
we had to educate not only the consumer, 
but our own salesmen, our jobbers, our 
iobbers’ salesmen and their dealers as 
well. 

It was only natural that in the be 
ginning we turned this product over to 
our friends, those people with whom we 
had been doing business in incandescent 
lamps. In other words, we allowed our 
incandescent lamp distributors, many of 
whom were not equipped, to sell fluores- 
cent lighting. 

\t this point we felt it advisable to 
make provision for field research and a 
more conscientious effort toward sales 
planning. With this in mind we hired a 
suitable man to shoulder these responsi- 
bilities, and set about the job of revising 
our distributive set-up. 

On the basis of our findings in the field 
we issued a statement of sales policy to 
the trade, emphasizing the fact that we 
would distribute only through bona-fide 
wholesalers of electrical merchandise. 
We emphasized, too, that we would at 
all times distribute our fluorescent prod- 
ucts in accordance with the established 
practices of electrical distributors, thereby 
recognizing the importance of the elec- 
trical contractor in the fluorescent light- 
ing field and the necessity for protecting 
him. 


Building a Sales Set-up 


Our program, then, called for cutting 
off many of our old jobbers and going 
after wholesalers of electrical merchan- 
dise only. As you can all appreciate, 
such a program cannot be accomplished 
over night and certainly is a program a 
sales manager hates to tackle. It’s more 


than a little difficult for a man engaged 
in selling to walk into one of his accounts 
which is doing a fairly good job in sell- 
ing his merchandise and tell him he can 
no longer have the line. 


Plus this dis- 
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igreeable task we had to handle the 
entire situation with the utmost care and 
liplomacy if we were to retain our 
ncandescent lamp business. 

This was, then, the situation which 
-onfronted us about a year and a half 
igo. Our task was to build a sales or- 
ganization and a distributing organiza- 
tion to cope with the problems we found 
facing us in this new industry. Here’s 
what we did regarding our own sales 
rganization : 

Fortunately, we were able to select 
from our Own organization six capable 
men, well-versed in our company’s sales 
policies to act as sales supervisors in our 
major territories. These men became in 
effect “assistant sales managers” to 
whom I could delegate administrative 
responsibilities thus relieving the load I 
was called upon to carry as Sales 
Manager of our expanding organization. 

Our next step was to obtain good sales- 
men to work under these supervisors. 
There are, of course, a variety of methods 
which can be employed in obtaining ap- 
plicants, with which you are all familiar. 
I will not take the time to review these 
with you. In our case, however, we did 
not find it necessary to employ the stand- 
ard practices to seek applicants. Hy- 
grade and others had created such tre- 
mendous interest in fluorescent lighting, 
ind its possibilities were so apparent, that 
ve had hundreds of high calibre men 
ipplying to us for selling jobs in this 
xciting new industry. Our job, then, 
was merely a matter of selecting the best 
yf the applicants. 

Whether to hire men with experience 
in the lighting field or to hire men with 
good selling records in other fields was a 
juestion which immediately confronted us. 
Inasmuch as fluorescent lighting was an 
ibsolutely new business, we felt that the 
factor of lighting experience was not of 
tremendous importance—for, in any event, 
we were going to have to train them. 

In the beginning we picked salesmen 
according to our established practices 
with regard to personality, selling ability, 
ind so on, with little regard to previous 
experience in the lighting field. We soon 
found, however, that men with previous 
lighting experience learned more rapidly 
ind gave more satisfactory results : 
and this speed factor was vital as we had 
build a sales organization practically over 
night. We, therefore, came to a policy 
t definitely favoring applicants who had 
this type of experience. 

The proper training of these new men 
was of paramount importance. We felt 
that it would be asking too much to 
require the six sales supervisors to take 
on this educational burden along with all 
the administrative responsibility that had 
heen given them. We felt, too, that if we 
utilized our supervisors as sales trainers 
we would probably have six different 
types of sales training. So, in order to 
establish a standard selling technique as 
a means of making our training 
faster and more efficient, we added to our 
organization a man whose principal fune 
tion is sales training. This man aids in 
the selection of men, their 
training, and assists in direction. 


sale 5 


supervises 
theit 


He also executes sales policies established 
by the management and coordinates sales 
plans designed to increase distribution and 
volume 





June 





Sales Meetings are, of course, very 
important im a new industry. Plus the 
general sales meetings which we hold 


periodically, we have meetings with our 
sales supervisors every three months to 
discuss new designs and other innovations 
continually being injected into the pic- 
ture. These supervisors, in turn, then 
hold meetings with their men to pass 
along new and vital information. 

Working closely with our field selling 
organization is a group of field engineers, 
located in each of the principal areas. 
These men are available to take care of 
highly technical problems which often 
arise in the field. 

As you will recall, the other major 
problem that confronted us was that of 
changing our distributing organization. 
In other words, we had to begin by cut- 
ting off certain of our existing jobbers. 
We then had to secure the necessary new 
outlets that fitted into our new distribu- 
tion picture. 

So, with our newly created (or reno- 
vated) sales force we tackled the dis- 
tribution problem in the following man- 
ner : 

In an effort to line up new outlets of 
the right kind, we mapped out a complete 
campaign for our salesmen, based largely 
on field research conducted by our Sales 
Planning Department. The Sales Plan- 
ning Department not only specified the 
type of jobber to be obtained but actually 
specified the exact jobber we were to 
appoint in each key area. Our Sales 
Promotion Department, working in con- 
junction with Sales Planning then pre- 
pared the necessary ammunition to help 
the salesman get these specific jobbers. 


Telling the Wholesaler 


The campaign basically revolved around 


two carefully prepared easel presenta- 
tions. The first was designed to sell our 
profit possibilities in a clean cut dra- 





A new industry with its 


new selling techniques 
turns to the electrical 
wholesaler, whose effi- 


cient service is as old as 
the electrical industry it- 
self 





matic manner to the prospective jobber. 
First, we dramatically presented the 
enormous market for fluorescent lighting 
and emphasized the importance of the 
jobber’s opportunity in this rapidly grow- 
ing new industry. We then graphically 
and very clearly presented the many new 
basic sales features which were exclusive 
advantages of our proposition to the 
iobber. 

In short, this first easel presented in 
progressive order all the advantages 
which we wished the salesman to use in 
explaining and selling our proposition. 
You gentlemen all know how difficult it 
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is to get salesmen to use easel presenta- 
tions no matter how well or attractively 
prepared. We anticipated this difficulty 
and to make absolutely sure the easel 
would be used we very aggressively sold 
our own men on its value at a sales meet- 
ing—and, to further insure their proper 
use the men were required to send in a 
detailed report after each presentation 
was made. 

A salesman, having signed up a pro- 
spective jobber with the aid of the first 
easel presentation, was immediately faced 
with the prospect of educating the jobber 
and his salesmen in selling fluorescent 
lighting—for even electrical jobbers and 
their men, although better equipped to 
sell fluorescent than other types of job- 
bers—still lacked much of the knowledge 
essential for selling it successfully. 

Here is where our second easel pres- 
entation was put to work. We set up a 
complete program for an educational job- 
ber’s meeting centering around this pres- 
entation. For each new jobber, or pos- 
sibly several new jobbers in a limited 
area, we held a meeting, and we attempted 
to put all the punch we could muster into 
our program. Not only our salesmen, but 
our division manager, a company engineet 
and any available company executives 
were usually present at the meetings. I 
personally talked at over forty of them 
in the last half of 1940 and early months 
of this year. Graphically we told the 
story of fluorescent just what it is 
and how it works . .. the enormous 
market for fluorescent lighting ... and 
exactly how to go about selling it. 

As still another part of our program 
at these meetings, one of our field engi- 
neers gave what amounted to a short 
course in the technical aspects of fluores- 
cent and its installation, so that, with the 
aid of special literature which we pro- 
vided, the jobbers’ salesmen could go out 
and sell and scientifically lay out an 
ordinary fluorescent lighting job. 

By hammering away, by steadily de- 
veloping our sales and educational tech- 
niques, we are arriving at the point oi 
making jobbers’ salesmen good lighting 
salesmen. I say, “are arriving’—I mean 
that we have at least achieved a plan 
which has proved itself capable of accom- 
plishing this end. 

As in all new, fast moving industries 
the early years are filled with many and 
frequent changes. We realize we still 
have a lot to learn—that we have by no 
means finished our task. While we dis- 
covered what our problems were and be- 
lieve we have built a sales and distribu 
ting organization to whip these problems, 
we are certain the future will bring new 
situations and the need for new methods 
on our part. 

In conclusion, I would like to point out 
that the fluorescent industry has de- 
veloped from nothing in 1938 to a $150, 
000,000 business in 1941. While I do not 
want to give the impression that we feel 
entirely responsible for this new industry, 
we do feel that we have had a certain 
amount of influence in bringing fluores 
cent out of the laboratory and into the 
hands of the consumer. And I am sure 
that with the distribution and sales 


policies we have put into effect, and with 
continuance of our educational program, 
we will be partially responsible for its 
further growth. 
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_.more and better light quickly! 
_..Without expensive wiring changes! 
...and with no“slow-up’ of production! 


eee With IVANHOE 
“50 FOOT CANDLER’” 
RLM Goyiinuons Whreway 


@ Arc you in a position where you 
know you can get faster produc- 
tion with better lighting . . . but 
you’re afraid it will cost you too 
much time and money to get it? 
IVANHOE “5O Foot CANDLER” 
can lick that problem for you as it 
has for many other manufacturers 
under production pressure. Its con- 





MILLER 


FLUORESCENT 
LIGHTING SYSTEM 





tinuous wireway (wiring channels 
contain all wiring and operating 
auxiliaries) insures speedy, eco- 
nomical installation . . . eliminates 
up to 80% of plant wiring conduit. 
Because IVANHOE ‘50 Foot 
CANDLER” is vot a lighting fixture 
but a lighting sysiem, it permits 
you to get light for some pro- 
duction without waiting for the 
entire installation to be completed. 
If you’re working against time and 
want to cut production costs, this 
new and befter lighting system can 
make time do “double-duty”’ for 
you. Write for new ‘50 Foor 
CANDLER” Bulletin 1C .. . now. 
In this typical weave room, Ivanhoe “50 Foor 
Candlers’’ provide 50 foot candles of illu- 


mination and speed the production of defen: 
materials. 





THE MARK OF A 
COMPLETE LIGHTING SERVICE 


COMPAN Y 


MERIDEN, CONN. 
Pioneers in Good Lighting Since 1844 








THESE CUSTOMER BENEFITS 
BUILD BETTER BUSINESS 
FOR YOU! 


the first RLM Continuous Wireway 

Fluorescent Lighting System pro- 
viding higher Jevels of illumination at 
economical cost. That is the basic story 
we have been pounding home, month 
after month, to your prospects every- 
where. 


1 ANHOE “50 FOOT CANDLER” is 


The advertisement at the left, for ex- 
ample, ‘‘talks” to 117,000 executives 
in May 24th BUSINESS WEEK. Similar 
advertisements in page size are reach- 
ing plant management men across 
all industry. the textile field, institu- 
tions, architects and engineers, the util- 
ity companies and the electrical trade. 
All in all, more than 500,000 individ- 
uals important to you. 


This widespread promotion, and the 
exclusive features of the highly efh- 
cient lighting system behind it, are 
designed to take you out of competi- 
tion with fixtures—to give you the edge 
on more jobs and bigger jobs—and a 
real opportunity to work more closely 
with qualified contractors for mutual 
profits. 






Make the Miller 
booth your head- 
quarters when the 
FLUORESCENT FUTURAMA, 
now on tour of 16 
leading cities, reaches 
your community. 
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Said at WASHINGTON 


How the Program Touches You 


By Donald M. Nelson 


Director, Division of Purchases, 
Ofice of Production Management 








Donald 


S of course you know, we, the people 

of America, have determined to 

make our country a great arsenal 
yr democracy. 

We are turning our country into a 
stronghold and a workshop. We are 
‘ringing in all the 
learned, and all the riches we have been 
given, and all the wisdom we have a 
juired. With these materials, we are 
building new ramparts for freedom. 

This does not mean merely that we 
ote money and pay taxes, letting thé 
machinery run itself. Quite the con- 
trary! It means a great deal more 
than that. It means that we must devote 
ul of our energy and all our effort to the 
job. In effect, we have got to turn our 
land into one long production line. 

That line begins in your own home, 
and it runs all the way from your home 
to our armed forces on the land and on 
the sea. It is the greatest thing of its 
kind we have ever tried to organize 
It is intended to make everything. It 
must create for defense all the striking 
power that the wealth of our great na- 
tion can possibly produce when every 
part of the production line is working at 


top speed. 


trades we have 


Nelson 


And each one of you, no matter who 
you are, has a part in this program. 
You may be helping to make airplanes, 
or you may be raising garden truck for 
a village market. Either way, your in- 
dividual job is important, and collectively 
you will determine in a very real sense 
the outcome of our great defense effort; 
in the last analysis, the result of this 
effort depends on how well you do your 
job. 

Obviously, therefore, you have both a 
right and a duty to know how the pro 
gram is being run. You have a right 





All America is one pro- 
duction line, running from 
the home itself to our 
armed forces on land and 
sea. Every citizen has his 
place in that line 
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and an obligation to know how the jol 
of planning and organizing is being 
handled so that your own effort will be 
most effectively applied. How the job of 
planning and organizing is being done, 
is what .I want to talk to you about 
tonight. 

Let’s talk frankly on that point. The 
big thing before us is defense of ou 
country. No matter how carefully the 
program is planned and directed, you will 
feel it somewhere. It will do some 
thing to your life. Every good Amer 
ican will gladly make any sacrifice that 
may be needed. Sut the 
gram must not be permitted to demand 
sacrifices that are not really 
Whatever careful planning 


lefense pro 
needed 
‘an do to 
make your load lighter must be done 
That is why we in the Purchasing Di 
vision are calling in the best brains the 
business world can supply to help with 
that planning. 

Now how is that kind 
done? How can we plan things te kee] 


the defense program from jarring your 


7 job to be 


1 


own life any more than is 
necessary ? 


ibsolutely 


Take the case of winter clothing as a1 
example. 

Like a great many other industries, the 
clothing industry has rather sharp ups 
and downs. During a part of the year 
the industry works at capacity, making 
the overcoats and other heavy clothing 
that you buy for winter wear. During 
another part of the year the industry goes 
on a part-time basis. Factories are shut 
down entirely, or are run only at half- 
speed. 

Now it is perfectly clear that if the 
Army comes into the clothing market 
during the busy period there is going to 
be trouble. Working at top speed during 
that period, the industry can turn out 
only so many heavy coats. If the Gov- 
ernment comes in and takes one millior 
or two million of these coats for the 
Army, you may not be able to get one 
for yourself. Or, if you do get it, you 
will have to pay more tor it There 
just isn’t any way out of it 

On the other hand, if the Army cai 
arrange to buy its coats during the off 
season, vou won't have that trouble. For 
then the industry's capacity to make coats 
is not being used. It can turn out 
two million, in what its 


miui10n COats, or 
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HOW THE PROGRAM 
TOUCHES YOU 


(Continued from page 45) 


ordinarily its spare time. It can get them 
made and delivered and out of the way 
before it starts making your coat. 

What that means, of course, is that if 
we can key the Army’s buying to the 
slack seasons of any given industry we 
can do several very important things. In 
the first place, we can get a better price. 
We can also get a better quality—for 
perfectly obvious reasons. We can get 
the quantity we want. We can help the 
industry in question level out the ups and 
downs in its production curve, which 
means more regular employment for its 
workers. And on top of everything else, 
we can keep you from having to pay a 
higher price for the things you need. 

It would be easy to point to a good 
many similar examples. I believe that I 
have mentioned enough, however, to show 
how our job touches your life. If we do 
our job well, you may not notice much 
difference; if we do it badly, you will 
feel it immediately—and painfully. 

It would be perfectly idle, of course, 
to pretend that anything as big as this 
defense program could be put through 
without any disturbance whatever to your 
life. The program is a_ tremendous 
thing. It is so big that you can no 
longer say: “We need so many of these 
things, and so much of this, and such- 
and-such a quantity of that.” Instead, 
you have to say: “We need all, of every- 
thing, that we can possible make.” 

What I am trying to make clear, how- 
ever, is that your Government is doing 
all that it can to make the blow as light 
as possible. It wants you to be able to 
feel that when the defense program does 
press down upon you—as it will—it is 
the weight of your country’s needs which 
you are feeling, and not an added weight 
put there by someone's failure to direct 
things wisely. 

\ dictator across the sea nerved his 
people to their defense program by tell- 
ing them bluntly that they would have to 
decide whether they wanted guns or 
butter. We in America do not have to 
say that. We do not have to make that 
hard choice. We may have to spread our 
butter a little thinner than we would like. 
We may not have as many kinds of bread 
to spread it on as we have been used to. 
3ut we do not have to go to the extremes 
of a totalitarian economy. 

We should not have to. We must not 
have to. For our democracy is more 
than freedom, and the things we are de- 
fending are more than political forms. It 
is our faith that democracy means many 
things—strength, wisdom, en- 
ergy. With those qualities we need not 
fear any threat from the men who live 
in mental and moral straightjackets. If 
we are the people we think we are we can 
make our country secure. And we can 


do it without discarding our liberties 


courage, 


long the way, and without condemning 
uurselves to years of drab privation. We 
will defend our freedom, our democracy, 
uur happiness—and we will have them 
and live with them while we are making 
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HE first question many friends asked 
of me when I arrived in California 
were “Mac, how are you?” and before 
I could tell them, they asked “What 
effect will national defense have on our 
business? How do they feel back East?” 

[I don’t want to be tarred with the 
brush of pessimism because I am not a 
pessimist. I am not an alarmist. In an- 
swering their questions in attempting to 
interpret this period of history and to 
prognosticate the things to come is quite 
a job—an uncomfortable and thankless 
job. Because I feel this year is a critical 
one in which more is apt to happen that 
will affect our life, our thought and our 
business than any one year in the past 
twenty-five. I believe that this year our 
activities, our business institutions, our 
entire economy will be galvanized into 
what we now call total defense. 

I’m not predicting war in 1941 although 
[ think the possibility of war in 1941 is 
not small. I do mean that 1941 will see 
the end of a completely free economy in 
this country. Nineteen hundred forty- 
one will see the beginning of an economy 
geared to the needs of national defense. 
I don’t make that statement as a per- 
manent one, but I do emphasize that 
1942 will find us as a unit engaged in 
production, distribution and living for 
national defense. I would like, dur- 
ing the balance of my remarks, to discuss 
three phases of the defense program as 
they will affect the electrical wholesaling 
industry. 

First,-the problem of priorities. There, 
perhaps, is the basic difference between 
peacetime operations of industry and the 
operation of the same industry for na- 
tional defense. In peacetime, the essence 
of our way of life can be found in the 
homely description of the manufacturer 
of the better mousetrap and the world 
beating a path to his door. In national 
defense, there may exist the best mouse- 
trap in the world, but if the machinery 


N. J. MacDonald 
Vice President, Thomas and Betts Co. 


required to produce mousetraps is needed 
to produce bullets, casings, then the world 
will not beat a path to the door, because 
that factory will be manufacturing muni- 
tions and not mousetraps. As a result, 
defense agencies are building up industry 
committees to determine priorities— 
priorities wherever there is a shortage 
of raw materials, transportation, fuel, 
powder, labor, factory facilities—and in 
every case, national defense must have 
first call. That’s the very simple mean- 
ing of priorities. And there lies, perhaps, 
the greatest problem affecting this indus- 
try because, without raising any question 
as to your economic usefulness, without 
considering the impossibility of civilian 
life functioning without this industry, 
national defense probably could. And if 
it couldn’t, then we must realize even 
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By N. J. MacDonald 


holesalers 








more than we did before the extent of the 
ignorance that exists concerning your 
field of activity if it has been possible for 
those planning for defense to assume for 
the last 20 years that defense could exist 
without horse racing, amusements, man- 
ufacturing of gambling devices, whole- 
saling, etc. The National Council of 
Wholesalers, of which N.E.W.A. are 
members are fully aware of the situation. 
They have formed the Wholesale Dis- 
tribution Committee to discuss in Wash- 
ington, with the National Defense Com- 
mission, distribution needs and problems 
n terms of total national defense, and | 
know they are making a very strong 
presentation and strengthening your posi 
tion. But I recommend to you again the 
material we are using in the T & B plant 
to present to the government and to con- 
sumers a clear-cut picture of the func- 
tions of the wholesaler and the economy 
f his operations, of the fact that the 
wholesaler reduces the cost of distribu- 
tion and therefore reduces the cost to the 
government or the ultimate consumer. 
Now we are engaged in producing 
munitions. Our munitions capacity was 
small to start out with. Where is capac- 
ty coming from to fill the needs of our 
lefense, the needs of Great Britain, 
China, and who knows who else’s de- 
tense as this conflagration spreads? 
Well, I'll tell you. They are made by 
the manufacturers of peacetime com- 
modities. And that brings us to the 
problem of conversion. Now let’s recog- 
nize that, in modern war, munitions do 
not only mean powder, bombs, guns, can- 
nons, but also shoes as well as_ shells. 
trucks as well as tanks, optical goods as 
well as airplanes, blankets as well as 
bullets. And here is the problem that 
directly affects your business. Is the 
electric toy manufacturer to be free to 
make playthings when his machinery is 
needed to make gun sights or binocles 
tor battleships? Do you realize that 
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manufacturers of electrical sewing ma- 
chines or adding machines can make auto- 
matic pistols ; automatic lead pencils come 
out of the same type of machinery re- 
quired for ammunition; cash registers and 
business machines could just as easily 
make bomb fuses. If the production of 
electric refrigerators were curtailed, the 
manufacture of airplane parts could be 
increased. Vacuum cleaners come off 
the same assembly lines as gas mask 
parts. Machines making thin-wall con- 
duit could make tubing for aeroplanes. 
[ could go on indefinitely. 

A homely illustration will suffice to 
emphasize just what national defense 
will, and can, do to your potential supply 
of material. Let’s take the lowly half 
inch locknut bushing. A couple of wire 
distributors in Los Angeles complained 
bitterly of the fact that they were com- 
pletely out of half inch locknut bushings. 
Ridiculous for a first class house to be 
out of such a basic product. But here’s 
the reason why they’re out. Two of the 
largest powder manufacturers came into 
the market a little over two months ago 
and purchased 6,000,000 half inch locknuts 
and bushings, not to go into electrical 
work but for use on practice bombs for 
the Army and Navy. Think of it— 
6,000,000 half inch locknuts and bushings 
lifted out of the production of the in- 
dustry! Enough locknuts and bushings 
to install 40,000,000 ft. of half inch con- 
duits, 1,000’carloads! And that’s only the 
first order. That illustrates what national 
defense can and will do, all of which 
means you are facing a long period of 
declining production facilities and a 
scarcity of products, and with such con- 
ditions confronting the distributor, we 
witness electrical wholesalers, still fran- 
tically trying to raid each other’s ac- 
counts, selling our precious inventories at 
less than replacement cost, if they can 
replace them. 

Just before I came West, a New York 
wholesaler was complaining bitterly be- 
cause he could not make deliveries on a 
large order of cable, boxes, connectors, 
etc. to a big job, of all places, Florida. I 
said a New York jobber—delivering in 
Florida. Under today’s conditions, how 
do you think he got the business? Out 
of the distributors in Florida. And what 
provisions can he possibly be making to 
take care of the customers right around 
the corner who have been supporting 
him for years? Your business is no dif- 
ferent than ours. We get 85 per cent of 





In days to come, acid test 
of the wholesaler will be 
his ability to get merchan- 
dise, rather than sell it, 
his wisdom in protecting 
needs of old-line buyers 











our business trom 20 per cent of our 


accounts. We feel obligated to see that 
the 20 per cent who stick by us through 
thick and thin are supplied with as much 
of our production as we can _ possibly 
give them before we attempt to service 
the remaining 80 per cent, before we try 
to raid our competitors’ accounts. | 
recommend the same idea to you. 

Out of all the hooey that salesmen pull 
about how they’ve worked on this account 
a long time, they’re about to “crack ’em,” 
they have a chance to land a great big 
order—and if they'll only give him the 
right kind of a price, give him good 
service, we're going to get all that cus- 
tomer’s business. Let’s see what’s really 
happened. The salesman’s got an account 
he’s about to crack. He’s coming your 
way because his regular source of supply 
dried up because he was so busy raiding 
your accounts that he couldn’t supply his 
own trade. That customer is just using 
you until the emergency is over, and then 
he'll go back to his first love. In _ the 
meantime, if you take this business, tl 
fellow who sticks to you through thick 
and thin is penalized because you’ve been 
so hungry for business that didn’t belong 
to you that you take good material away 
from him. The smart wholesaler will 
explain the present situation to his sales 
men and instruct them to stay with and 
protect these accounts who are old-line 
accounts with his house. Your business 
will depend on your ability to get mer- 
chandise, not to sell it. If you have the 
material in stock, your trade will come 
and get it. And, unless you're smart, 
your competitor’s trade will also com«e 
and try to get it. 

I would suggest that, if you have any 
sales ability, you use it to try to sell 
your suppliers on the importance of ge 
ting material into your warehouse. 

Now there’s another thing you fellows 
are suffering from on the Coast, and ] 
can again illustrate by going down into 
my own plant. Our service man—he’s 
the fellow who distributes our produc 
tion—is sitting at his desk, It’s piled 
high with papers, he’s got his head down 
amidst those papers, he’s surrounded by 
a lot of green help, all of the local offices 
are pounding him for materials. He can 
sell the entire factory’s production within 
100 miles of the Atlantic seaboard. He’s 
so busy and so harassed, he hasn’t got 
time to look up on the wall and see a 
map of the United States and notice that 
on that map that there’s any territory 
West of the Mississippi. That territory 
might just as well be a foreign country 
as far as he’s concerned. You have the 
problem of impressing on Eastern manu- 
facturers their responsibility for keeping 
you stocked with your share of their pro- 
duction. Again I repeat, you have a sales 
job to do—not on your trade, but on your 
supplier. 

Now then, don’t raid each other’s ac- 
counts; don’t sell material at the low 
replacement cost because there may not 
be anything to replace. The President 
has said, and I quote “I have confidence, 
but if and when production of luxury 
goods in certain industries requires the 
use of machines and raw materials that 
are essential for defense purposes, then 
such production must il] 


1¢ 


yield and wi 
gladly yield to our primary and compell 
ing purpose.” 








Said at HOT SPRINGS 


By A. D. Cameron 


An Electrical Wholesaler Looks 


At Lighting 





IGHTING has always been an im 


portant item in the business of 


the electrical wholesaler. Di 
rectly, it involved the sale of an 
appreciable number of lighting fix 
tures each year which were gener 
ally of standardized types which 
could be carried in stock with rea 
sonable turnover, supplied to the 
contractor in reasonable time and 
sold at a profit. 

Indirectly, it was more important 
than the volume of fixture business 
included the dis 
tribution of incandescent lamps and 
a tremendous volume of collateral 
material for installation. 


itself, since it 


\t the present time, lighting is 
even more important, but it is no 
longer a simple business and it may 
not be profitable. 

1. It is more important because 
with many wholesalers it is the big- 
gest single line in their business. 
[t will undoubtedly continue to 
grow. This change is partly due 
to ten years of education of the 
public, under the Better Light 
Better Sight program. It 1s partly 
due to the inherent popular appeal 
of the new fluorescent lamp. At 
the same time the defense program 
has created an expanding industrial 
market for interior lighting. 

\s increased payrolls find their 
way into retail channels there will 
undoubtedly be an increase in the 
commercial lighting market. There 
is then every indication that the 
present volume of lighting business 
will still further increase. It should 
also be noted that the unit costs of 


18 


the new fixtures for the fluorescent 
lamp are inherently higher than for 
the incandescent lamp, so regard- 
less of the number of units required 
in any one year, the dollar volume 
will always be larger than it was. 

2. This business, however, is no 
longer simple 
the electrical 
complicated operating problem. 


rather it presents to 


wholesaler a_ very 


\. There is no longer only 
one light source—the incandes- 
cent lamp. There are several 
mercury 
lamps, and there is a complete 


sizes and types of 
new line of Fluorescent lamps 
in different sizes and different 
colors. 

B. These new light sources 
are not just screwed into a 
socket and flicked on with a 
wall switch or pull chain, but 
require a variety of auxiliary 
electrical equipment — ballasts, 
starting compensators, etc. 

C. Because of these auxili- 
aries and physical dimensions, 
the new sources require en- 
tirely new types of fixtures. 
The breadth of public interest 
invites a tremendous variety of 
types. The necessary physical 

dimensions are bulky and _ re- 

quire more space. 

For all of these reasons the matter 
of promptly servicing the local re- 
quirement by carrying adequate 
warehouse stocks, the problem ot 
providing sufficient warehouse space 
and getting an adequate turnover has 
now become a major problem with 
ever\ electrical wholesaler. 








1. D. Cameron 


President, Illuminating Engineering Soc. 
Vice-President, Holophane Co. 
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3. These are not insurmountable 


problems, because an_ electrical 


wholesaler who has been in_ the 
lighting business over the past 25 
vears has become accustomed to the 
fact that growth means change, and 
that each of these changes has 
brought its own problem to his 
business. Previously, however, 
radical in 
themselves, have come about gradu- 
ally. 


these changes, while 


The time required for customer 
acceptance has permitted close co- 
operation between the public utility, 
the lamp manufacturers and_ the 
established manufacturers of light- 
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ng fixtures. The electrical whole- 
saler was able to make the neces- 
sary changes in his operation with- 

Dn ut serious dislocation. The present 
situation is entirely different in 
several respects. 

The sensational public appeal of 
the fluorescent lamp has attracted a 
horde of new manufacturers, many 
§ whom were not in the electrical 
industry, and almost all of whom 
knew absolutely nothing about the 
lighting business. 

First these manufacturers must 
have salesmen, and since no such 
available supply was. in the existing 
market, there has been attracted to 
this field a new army of lighting 

_ “experts” —door-to-door salesmen, 
specialists in high pressure selling, 
who are not at all handicapped by 
any knowledge of lumens, foot- 
candles, or any other rudiments of 
illuminating engineering. Many of 


these manufacturers have also 
: realized the necessity for wholesale 
i distribution, and by solicitation or 
i application, hardware jobbers, drug 


jobbers, grocery jobbers and many 
; other jobbers not previously clas- 
sified or perhaps not previously in 


; existence, have suddenly found a 
place in the lighting business. 

4 rp ~ . ° ° » 
: Che result of this combination of 


manufacturer, high 
itinerant 
jobber has been something appall- 
ing to the organized electrical in- 
dustry and to the reputable illu- 
ninating engineer. 

In exploring the new market for 
better lighting, we may at the same 
time deplore the market situation 
as it presents itself today. Most of 
all, we may well be concerned with 
the ultimate effect on the public, 
which through years of education 
and satisfactory performance, has 
developed enough trust and con- 
fidence to put its warm little hand 
in ours and now may be led up a 
dark alley to be betrayed. 

It may seem elementary to re- 
state that the buyer wants illu- 
: mination, that illumination 
comes only from good lighting and 
that good lighting is produced only 
by the proper light source in the 
proper fixture when properly ap- 
plied. We come back then, neces- 


inexperienced 


: pressure salesman and 





good 


sarily, to the fundamental principle 
that each new lighting job must be 
studied as a separate problem, be 
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accurately engineered and properly 
installed. 

Jeginning with that premise, we 
come then to a new basis for evalu- 
ating these new lighting fixtures. 
We must return to a method of 
identification based on lighting per- 
formance, artistic design and me- 
chanical and electrical integrity. 
Now we have the beginning of a 
standardization which will permit 
warehousing, turnover and a rea- 
sonable profit. Then we have also a 
hasis by which the public may prop- 
erly evaluate the merit of articles 
which are offered for their pur- 
chase. 

Finally, we have also the broad 
basis on which utilities, wholesalers, 
manufacturers of 
lamps and equipment may unite to 
protect the public from the mis- 
application of lighting equipment 
and the misuse of public expendi- 
ture. 


contractors and 





lighting 
brings new problems to 
calling for 
strong selling based upon 
sound lighting standards. 


Fluorescent 


wholesalers, 





This may not be a movement in 
which the electrical wholesaler can 
be expected to lead. As part of the 
industry, however, he must do his 
fair share. May I suggest that 
there are four means by which he 
can help to correct the present de- 
plorable situation : 

1. By knowing what is 
lighting engineering ; by employing 
a competent lighting specialist; by 
sending his salesmen to local light- 
ing schools which are being oper- 


p< | dd 


ated in every part of the country; 
by insisting that each job be sold 
for proper use and to give shielded, 
controlled, predicted performance. 
2. ‘By carrying and offering for 
sale only such products as meet the 
above specification. In too many 
cases, the temptation of large im- 
mediate volume from local, fly-by- 
night manufacturing 
been too great to resist. The solu- 
tion does not lie in supporting the 


sources, has 


means by which this market is 
being undermined. The 
lies more in supporting the type of 
product which will produce good 
illumination—economically and over 
a period of vears. 

3. Maintain in your territory a 
shining example of ethical dealing 
with manufacturers, installing con- 
tractors and above all, with the 
actual user. It is well worth while 
to crusade for what is inherently 
right. 

4. Lend your effort in the in- 


solution 


sistence for stabilization, standardi- 
zation, and identification in order 
that the public may know what is 
worthy, etc. 

There is every prospect that this 
will be an industry movement. The 
utilities’ are very interested in con- 
tinuing their Better Light—Better 
Sight program there is a 
means of identification for meri- 
torious fixtures. Full cooperation 
can be expected from the manu- 


when 


facturers of lamps and fixtures. 

This movement will probably 
start with the determination by the 
Iluminating Engineering Society 
of what is good recommended prac- 
tice for illumination of various types 
of interiors and the principal char- 
acteristics of fixtures necessary to 
produce that quality and quantity 
of light. It is entirely proper that 
this be undertaken by the I[llu- 
munating Engineering Society, be- 
cause it is the only scientific non- 
commercial organization in_ the 
lighting industry and there are in 
its membership all the elements 
necessary to arrive at an engineer- 
ing solution of all the other under- 
lying problems which have occurred 
in our industry. 

| would be derelict in my duty 
as the present head of that organi- 
zation if I did not point out to you 
that the solution to the problems 
of the lighting business is first a 
technical one—that good engineer- 
ing is good business for the user of 
light as well as for the elements of 
the industry, and that your invest 
ment of actual and active support in 
the Illuminating Engineering So- 
ciety will speed the day when the 
profitability of 
this augmented prospect for light- 
ing business will be again in the 


responsibility and 


hands of the responsible elements 
of our industry. 
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All Out For Defense: 


By Charles E. Wilson 


President, General Electric Company 





overwhelming faith and 


Ts 


confidence in the final result” 
of America’s national defense 


program was expressed by Charles 
E. Wilson, president of the General 
Electric Company. 

Mr. Wilson 


summary of the progress of defens« 


made ai general 
production in the hope, he said, ot 
meeting some of the anxiety caused 
by “alarming statements that we 
have not vet fully awakened to ou 
unpending danger and that as a 
nation we have too little understand 
ing of the enormity of the task 
which lies before us.”’ 

“Behind the headlines of — the 
day,” Mr. Wilson. said, 
an outpouring of economic and in- 
dustrial activity, which will ulti- 
mately and certainly decide the 


pressing issues.” 


“there 1s 


Citing the activity of his own 
company as an example, Mr. Wil 
son said that sixty per cent of 
General Electric’s production was 
now devoted to defense and _ that 
production was increasing every 
day. Equipment for navy propul 
sion, airplanes, radio and_ other 
defense items by General Electric 
are on or ahead of schedule, he said. 





Outpouring of economic 
and industrial activity be- 
hind today’s headlines 
speeds defense production 


to higher and higher ievels 
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Charles E. 


Wilson 


\s an instance of the sacrifices in- 
dustry is making, he pointed to 
General Electric’s action within the 
last week in freezing the design of 
household radio receivers for the 
duration of the emergency. 

“During the last week,” he said, 
“we have been given an assignment 
by the Navy that requires a large 
number of highly trained engineers, 
lor research and design of equip- 
ment urgently required by the Navy. 
These skilled engineers are avail- 
able only in General Electric radio 
receiver design engineering depart 
ment. By agreement with Secre 
Admiral Stark and 
\dmiral Bowen, the design of our 


tary Knox, 


household radio sets is now frozen 
for the duration of the emergency 
and the entire engineering organ- 
ization is immediately assigned the 


task of speeding up the design and 
production of the Navy’s newest 
requirements. If this is a sacrifice 
on the part of the General Electric 
Company, as is generously stated by 
Secretary Knox, it is one that the 
Company is indeed happy to make, 
in the circumstances.” 

Mr. Wilson added that “the spirit 
of all American industry is similar 
to ours in the General Electric Com- 
pany—airplanes, guns, mortars, 
t shells, ammunition, _ rifles, 
ships and trucks are being produced 
volume. The 
building of new factories, now com 


anks, 
in ever-increasing 


pleted or nearing completion, has 
been a prodigious and successful 
undertaking. And yet, everything 
we have all so far accomplished 
and contributed may be but a small 
part of what we still have to do 
before the raging issues are 
resolved.” 

“Much emphasis has been given 
to the disagreements within indus 
try, and they have unquestionably 
cost America production which is 
badly needed,” Mr. Wilson said 
“We must now face the situation 
much more realistically, and any- 
thing which tends to slow the flow 
of vitally necessary defense materials 
must be subordinated to the cause 
of an ‘all out’ defense program.” 

Mr. Wilson expressed the con 
gratulations and thanks of the Gen- 
eral Electric Company to all of its 
employees for their “harmonious, 
self-sacrificial devotion to the defense 
work we have undertaken.” 


* Excerpts from May 4th talk 
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BED LAMP 
“Marvelite’ fluorescent 
bed lamp, model No. 
2053, is designed for 
ad glareless, evenly dis- 
tributed light. Lamp 
“St uses one |5-in., 14-watt 
ce T-12 fluorescent bulb, 
ric is available for 110- 
by 125 volts, a.c. Diffus- 
hy ing window shield fil- 
ae ters light, hides bulb 
te, from view. Ivory or 
English Bronze finish. 
rit Mitchell Mfg. Co., Chi- 
bo cago, Ill. Quietly-operating commercial fan, ''Ven- 
” tura,"’ is equipped with 4 powerful steel 
n- blades, steel wall plate with die formed 
PS, inlet, shaft, rubber-mounted fan bear- 
S. ings and V-Belt drive. Motor mounted 
od on air intake side. Suggested applica- 
: tions include stores, offices, auditoriums, 
he CAPACITOR PLUG gymnasiums, theaters. American Blower 
n- Corp., Detroit, Michigan. 
as 
- PORTABLE RECEIVER eee an”® 'WHOLESALER’S SALESMAN 
1g 
ed 
i] 
lo 
re BUS SUPPORT CLAMP 
en 
is 
1 \ 
hg , 
1S i 
id. 
yn 
V- j 
" " 4 
mW 4 
ls ; Model No. 378, portable triple purpose 
tea i rpg sd (battery, as d.c.), being on Capacitor ‘Flex-A-Plug,” for improving 
: flashlight A batteries, one “B" bat- power factor of feeder distribution sys- 
n tery. Equipped with permanent mag- tem, consists of fusible heavy duty 
: netic speaker, self-contained antenna, switch or type AT circuit breaker in Type BH bus support clamp provides 
“di i automatic volume control, reduction combination with G. E, Pyranol-filled rigid support for chanel Sus ber, ey 
Its ; tuning drive, on-off switch and door capacitor. If overload condition exists, be — by 5 = ” — pe ro 
1S, ie catch combined. Plug-in line cord may plug reduces current and reduces losses kc arene Ry ol # pret 
se be disconnected from radio when not through heating. Each capacitor unit position. 


3 in. or 5 in. bolt circle. Burndy Engi- 
neering Co., Inc., New York, N. Y. 


in use. Detrola Corp., 1501 Beard Ave., equipped with built-in discharge re- 
Detroit, Mich. sistors. Available in 230 and 575 volts. 


— oe The Trumbull Electric Mfg. Co., Plain- 
veontacn* WHOLESALER’S SALESMAN ville, Conn. 
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FLUORESCENT UNIT 








Industrial fluorescent unit, ‘Miralume’’ 
F-235, is furnished completely wired and 
assembled with two 100-watt fluorescent 
lamps. High lumen output permits 
wider spacing and makes unit especially 
suitable where high levels of illumina- 
tion are desired. Working parts are car- 
ried in housing. Reflector is drawn from 
single piece of 20 U. S. gauge metal, 
easily demountable because of latch as- 
sembly. Hygrade-Sylvania Corp., Ips- 
wich, Mass. 


when writing WHOLESALER’S SALESMAN 





MAGNETIC STARTER 








Lift-type, full-voltage magnetic starter 
featuring quiet operation is especially 
adapted to control of small condensing 
units and domestic air-conditioning fan 
motors. Control handies motors up to 
5 hp. and 220 volts, starting, stop- 
ping and protecting them from over- 
loads and overheating. For use in res- 
taurants, hotels, hospitals, etc. General 


Electric Co., Schenectady, N. Y. 
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FLUORESCENT DESK LAMP 





Fluorescent desk lamp, model No. 900, 
has adjustable shade with ‘'Colortone" 
correction reflector, instantaneous man- 
ual type switch and ballast. Uses 
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standard |5-watt fluorescent tube. A.C. 
operation. Van Dyke Industries, 2!st 
and Rockwell Sts., Chicago, Ill. 
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CONNECTOR 























Hinged tee connector, type HFM, is de- 
signed for rapid installation, mechanical 
and electrical dependability. Connec- 
tions to main and branch are made in- 
dependently. Split-cone contact unit 
assures permanent grip on branch, will 
not loosen under vibration. Contact 
surfaces for both main and branch are 
serrated. Made in complete range of 
sizes, for one or more branch conduc- 
tors. Penn-Union Elec. Corp., Erie, Pa. 


vieentcn ” WHOLESALER’S SALESMAN 


FLOODLIGHT 








"Permaflector" floodlight, No. AL-II, 
for commercial and industrial use, has 
fixed focus. Particularly adapted to il- 
lumination of areas 150 feet distant or 
more. Equipped with convex heat- 
resisting cover glasses. Available with 
base for base mounting or special 
flanged bushing for pole mounting. 
Pittsburgh Reflector Co., Pittsburgh, Pa. 
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mention 
















FLOODBULBS 

































New manufacturing improvements have 
increased long-life span of ‘Super- 
flood" bulbs, No. | and No. 2. Com- 
mon tendency of floodbulbs to lose 
considerable amount of their light out- 
put after prolonged use has been mini- 
mized. Wabash Photolamp Corp. 
Brooklyn, N. Y. 
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FLUORESCENT UNIT 








Fluorescent model No. 2025, for high- 
intensity, large-area industrial lighting, 
utilizes two 60-in., 100-watt fluorescent 
lamps, has open ends for continuous 
row mounting. Knockouts provided for 
conduit or BX installation. Hanging 
chains included. Operates on 110-125 
volts, 60 cycles, a.c. Mitchell Manufac- 
turing Co., Chicago, Ill. 
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WIRING SYSTEM 








Industrial wiring system employs stand- 
ard No. 3000 wiring channel as group 
circuit feeder raceway for wiring to 
light and power circuits and as multiple 
outlet system at work benches for con- 
necting portable tools, etc. Series of 
fittings include No. 3000 W. C. wire 
clip, No. 3007A mounting strap, and No. 
3046 cover (for fastening 50 amp. 
twistlock receptacles). The Wiremold 
Co., Hartford, Conn. 
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How to be sure about 


FLUORESCENT LIGHTING 


1. Get Certified Fixtures. MAZDA lamp manufacturers set up 
50 rigid specifications for better light and better service 
under which Fleur-O-Lier fixtures are tested. Certification 
is by world-famous Electrical Testing Laboratories of New 
York City. 


2. Get Guaranteed Fixtures. Fleur-O-Lier fixtures are guaran- 
teed by their manufacturers to be free from any defects in 
material, workmanship or assembly for 90 days. See 
guarantee above. 


3. Choose from a wide variety. Be sure that the fixtures you 
buy fit your specific needs. There are over 100 different sizes 
and designs of Fleur-O-Liers available for your selection. 


4. Get competent advice. Fluorescent lighting will serve you 
best if it is properly installed. Ask your local lighting 
company for suggestions on how to get the most out of 
your investment in fluorescent. 


And when you buy fluorescent fixtures insist that 
they carry the FLEUR-O-LIER tag at the right. 


FLEUR-O-LIER 
Manufacturers 


Participation in the FLEUR-O-LIER MANUFACTURERS’ program is open 
to any manufacturer who complies with FLEUR-O-LIER requirements 











For your protection 


FLEUR-O-LIER Fixtures 
are Tested and Certified on: 


Efficient lighting performance. 
Dependable ballasts and starters. 
Durability and safety. 

Minimum flicker. 

Ease of maintenance. 


High power factor—85% or more— 
and 44 other rigid specifications. 





It identifies Tested, Certified, 
Guaranteed FLEUR-O-LIERS 








TEAR OUT AND MAIL 
Flewr-O-Lier Manufacturers + 2121 Keith Bidg., Cleveland, Ohio 
Please send me FREE new booklet “50 Standards 
for Satisfaction,” together with list of Fleur-O-Lier 
manufacturers. 


Name 


Address 


























HAS COMMUNICATION 
BEEN SO IMPORTANT TO 
INDUSTRY. 


¢ TELEPHONES 
e FIRE ALARMS 
¢ CODE CALL 


* SIGNALING 
SYSTEMS 


Communication, as an impor- 
tant part of National Defense, 
calls for high quality, depend- 
able equipment. Our local 
representative will gladly work 


with you on any inquiries. 


5S. H. COUCH COMPANY, INC. 


NORTH QUINCY, MASS 


Sales Offices in Principal Cities 


Established 1894 








TRANSFORMER 








‘Noflamol’” transformers are filled with 
a non-inflammable synthetic liquid. Be 
cause of the non-inflammable character- 
istics of this liquid, these transformers 
can be installed indoors without the use 
of fireproof vaults. Wagner Electric 
Corp., St. Louis, Mo. 





When writing 
mention 








WHOLESALER’S SALESMAN 


FLUORESCENT UNIT 
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Shielded type fluorescent fixture for 
commercial use, model No. 2031, em- 
ploys four 48 in., 40-watt fluorescent 
lamps. Unit provides general and lo- 
calized lighting with ribbed diffusing 
glass panels and louvered bottom. Sur- 
face or suspension mounted types. Op- 
erates on 110-125 volts, 60 cycles, a.c. 
Mitchell Manufacturing Co., Chicago, Ill. 
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BREAKERS 





Line of flush and surface breakers con- 


sists of "'C-I"", "CB", and "CBC" type 


breaker units, combinations of which a 
accommodated by three sizes of boxe 
Units and boxes may be delivered sep 
rately, allowing for last minute chang: 
in wiring plans and eliminating breai 
age and loss. Breakers incorporate sey 
eral new features. The Arrow-Hart 4 
Hegeman Elec. Co., Hartford, Conn. 
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FLUORESCENT UNIT 








“Miralume’’ C-150, commercial fluores- 
cent unit, is created for high level 
direct-indirect illumination. Newly de- 
veloped 65-watt fluorescent lamps make 
possible high-intensity light output from 
comparatively short fixture. For easy 
cleaning and lamp replacement, panels 
slip out readily by loosening two set 
screws. Hygrade-Sylvania Corp., Salem, 
Mass. 
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RHEOSTATS —— 





Uy, 


MULT itis 
“bee 





Generator field rheostats provide smooth 
gradual control of generator voltage. 
Vitreous enameled construction, tapered 


or uniformly wound, provide control for 
separately or self-excited generators. 
Available in a series of ten wattage 
sizes from 25 to 1000 watts, cover the 
range from 24-32 volts to 320-400 volts. 
Ohmite Mfg. Co., 4835 Flournoy St., 
Chicago. 
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BOX UNIT 











Steel box, No. 30KOI, to contain bal- 
last and wiring, is designed for easy 
nstallation of large cross-section two- 
amp fluorescent ballasts in conjunction 
with No. 3000 fluorescent lighting chan- 
nel and fittings. The Wiremold Co., 
Hartford, Conn. 
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ELECTRIC ETCHER 








Thin Line’’ electric etcher, for per- 
manently marking small tools and parts, 
burns mark, identification number or 
name right into metal. Measures 4!/, in. 
by 4'/4 in. by 7 in. Rated at 115 volts, 
50-60 cycles standard. Other voltages 
and frequencies available. Ideal Com- 
mutator Dresser Co., Sycamore, Ill. 
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FLUORESCENT UNIT 








‘Strato-Liter" fluorescent luminaire com- 
bines cool light and cool air by 
incorporating surface troffers and air- 


circulating fan. Unit includes 48-in. 
luminaires for fluorescent lamps and 
18-in. extension sections for fan. Cast 
joiners permit combination of luminaires 
and fan in continuously mounted unit. 
Ceiling or suspension mounted types. 


The Edwin F. Guth Co., St. Louis, Mo. 
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CRESFLEX NON-METALLIC SHEATHED CABLE e SERVICE ENTRANCE CABLE e MAGNET WIRE e@ BARE WIRE 


s CONDUCT- 


& BUSHING—easy to in- 


Oann ARMOR — low resist- N 


——— has unexcelled tacilities for ' 


RUBBER COVERED POWER CABLES e BUILDING WIRE 


REASONS WHY 
YOU SHOULD BUY 


CRESCENT 


\\ GENUINE 


















ORS—Clean strip- 
ping insulation and 


tlame retarding 
covering, printed as 
shown. 


sert as paper unwraps 

from under both ends of 
armor to make room for the 
bushing. 


ance, electro-galvanized for maxi- 
mum uniformity and longest life. 


@ restep — Thoroughly tested at 
several points during manufacture and 
receiving a final test of 2000 volts be- 
tween conductors and armor. 


the complete manufacture of Armored Bushed 
Cable in all its steps. When you buy CRESCENT 
A.B.C. ARMORED BUSHED CABLE you buy the 





ABC 


Armored 
Bushed 
Cable 





SQUYOO AIGIXAIA © BIAVSD AGAIYONUV 


SATAVS AVMMIUVd GNV GASVINA AGvatT 


best. Do not be satisfied with any substitute. S 

< 
T ; 

‘@): : 

S R h. a 2 
~ 
= 

WIRE ABLE : 

an | > 

Factory: TRENTON, N. J.— Stocks in Principal Cities < 
Jobber Co-Operation—A Permanent Policy z 

Atlanta Baltimore Boston Buffalo Chicago Cincinnati Cleveland - * 

Detroit Indianapolis Kansas City Los Angeles Minneapolis - 

New Orleans New York Philadelphia Pittsburgh St. Louis San Francisco @) 

CRESCENT ENDURITE SUPER - AGING INSULATION 
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57 


) . in Material and 

Save as. Connecting Time 
WITH B-M CONNECTORS AND COUPLINGS 
Popular, Simple Method 














Saves 25% on materials, 25% to 
50% of connecting time. Makes in- 
stallations quick and easy. Elim- 
inates complications and ends 
fussing with nuts to tighten. 
















ORDERS BRING SMILES to these 
fellows at Rock River Electrical Sup- 
a ply Co., Rockford, Ill. Seated are 
ee E. Von Driska, vice president; Arnie 
Sterner, salesman. Standing are Eddie 
Anixter, buyer and Art Alberts, sales- 
man. 


Approved by Underwriters Laboratories 
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ONLY ONE TOOL NEEDED! STRONG, NEAT CONNECTIONS 





Costs you only $1.25 for the patented You welcome the speed d 

B-M indenter (/2” size handles 80% the B-M system puts . ply gS 
of all installations). Just two fittings give you complete. well finished 
squeezes, and you have a smooth, work in a hurry—on all average jobs 


neat connection. No other tools re- (they’re non water-tight). 


a RG Hygrade to Build 
maneerh wes : Fluorescent Plant 














CLIFTON CONDUIT Co. The STEELDUCT NATIONAL ENAMELING 
Chicago, 1. Jersey City, N. J. Youngstown, — & MFG. CO. 
Pittsburgh, Pa. Ye “ti 7 -ecce y aS 
CLAYTON MARK & CO. GENERAL ELECTRICCO. ENAMELED METALS TRIANGLE DONOUIT & Production of fluore scent lamps ha 
Evanston, II. Bridgeport, Conn. Pittsburgh, Pa. a Am chy outgrown the present facilities of the 





Salem Lamp Plant of Hygrade Syl 
vania Corp. resulting in construction 
of a new plant at Danvers, Mass. 
Ground will be broken this month 
for its construction. The new two- 
| story building will cover about 100,- 
OOO square feet of floor space and will 
be located on an attractive 15 acre 
plot. Most of the 500 employees in 
the Fluorescent Lamp Department 
will move to the new building upon 
its completion, the general office re- 


BRIEGEL METHOD TOOL CO., Galva, Ill. 


PYLETS 


.. . the improved heavy duty | 
conduit fittings. Standard and 
Explosion-proof types 














ef maining at the company’s corporate 
Find out about the many advantages STRAIGHT CONNECTOR wee arta In Salem. 
of Pylets: they save time and labor, For Conductors of Equal Size This is the third of the company's 
help you get a better wiring job - plants devoted to fluorescent manu- 


facture. That at Ipswich, Mass 
manufactures fluorescent lamp  fix- 
tures, Towanda, Pa. manufactures 
fluorescent powders, at the new Dan- 

_ Catalog Nos. ST500 to ST2000 vers plant will be concentrated fluo- 
Designed to resist excessive pull-out strain. rescent lamp manufacturing activities. 


UNIVERSAL STRAIGHT CONNECTOR 


Both ends of this Connector are Adjustable 


f 











Pylet with Midget Triploc plug and receptacle 


8th Home Service 
* j 1 
PLUGS AND RECEPTACLES Catalog Wes. 04 to 6201 Course 
VAPORTIGHT FIXTURES —_— ee ee Sane anes The eighth annual summer train- 
FLOODLIGHT PROJECTORS WRTE FOR CATALOG 3LC ing course series will begin in June 
AIRPORT LIGHTING EQUIPMENT and will extend through August. 
Write for bulletins KRUEGER Courses will be held again this year 


oud in the Institute at Bridgeport, Conn., 

THE PYLE-NATIONAL under the direction of Edwina Nolan, 
COMPANY HUDEPOHL | Manager of home service. Courses 

232-8 Vine St. are open to home service directors of 

1344 North Kostner Avenue CINCINNATI, dealers and distributors. Only appli- 
CHICAGO, ILLINOIS OHIO cants qualified by education, experi- 
ence and employment will be accepted 
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for training. Courses are in two sec- 
tions—engineering product lectures 
and laboratory work for which a fee 
of $5.00 is charged. A second section 
is optional, consisting of practice 


work under expert supervision. A fee | 


$3.00 is charged for this course. 


|.E.S. Doings 


HARTFORD—tThree hundred and 


fifty engineers gathered here at the | 


inaugural conference of the North- 
eastern Region, I.E.S., on May 9 and 
10. 

Three parallel sessions on Friday 
and two parallel sessions on Saturday 
heard speakers on commercial, resi- 
dential and industrial lighting, as well 
as on technical aspects of fluorescent 
and incandescent installations. 

The new Connecticut chapter was 
formally presented its charter by Mr. 


\. D. Cameron, national president of | 


the Society. 


Madison 49’ers 


The latest and forty-ninth group to 
undertake promotion of certified A/W 
homes is the Madison (Wis.) Ade- 
quate Wiring Bureau. This group 
will cover Madison and a portion of 
Dane County, and is made up of elec- 
trical wholesalers, contractor-dealers, 
journeymen electricians, the local elec- 
trical inspection department and the 
local utility. In addition to this gen- 
eral committee, a certification com- 
mittee has also been selected. Its 
iembers include a local architect, the 
Madison electrical inspector and the 
commercial lighting supervisor of the 
utility. 








TEXAS TRAVELER is Ralph B. 
Long, who sells for Reichardt Elec- 
tric Co., Houston wholesale house, 
handles the full line. Previous to 
going in wholesale selling, he brought 
in business for Dynex Reflector Co., 
working five states out of St. Louis. 
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NO. 330 LATROBE 
TOM THUMB UTILITY OUTLET 





For use in wood installations and 
other locations free from moisture 
or mechanical injury. 


NO. 284 DUPLEX 
RECEPTACLE NOZZLE 





Compact and neat. Available 
with '/2'' or %4"' brass pipe ex- 
tension. Also Latrobe Duplex Tele- 
phone Nozzles. 


NO. 470 
PIPE OR CONDUIT HANGER 


een RE se 





Pipe support turns freely, allow- 
ing pipe to run parallel or at 
right angles to beam. Does away 
with drilling or use of straps. 
Handles '/", 34" and |" pipe 
to steel beams %"' thick. 


NO. 150 BOX 
with NO. 207 NOZZLE 





An Underwriters’ Approved box, 
suitable for installation in con- 
crete floors or in wood finished 
concrete floors. Quickly and easily 
installed. Tops of boxes are 
easily adjusted. 


For easier selling 
products that stay 
sold .... for 


greater sales 
and profits .. . 





LATROBE 


FLOOR BOXES and 
WIRING 
SPECIALTIES 


Of the many features that distinguish a 
quality product — better manufacture, 
sounder materials, unique design, conveni- 
ence of installation, etc.—a most important 
asset is customer acceptance. Here, in 
LATROBE Floor Boxes and Wiring Special- 
ties, buyer approval has been developed to 
a high degree. Through past personal ex- 
perience, or through verified installation in- 
formation, the majority of your prospects 
and customers know the advantages of 
LATROBE products . . . thus making your 
job of selling easier, and keeping LATROBE 
items sold after the actual transaction has 
taken place. This fact . . . an established 
reputation for better quality, better design, 
and sounder manufacture ... stamps every 
LATROBE product as a superior item upon 
which to build greater sales and profits. So, 
take advantage of this selling point . . 
make LATROBE Floor Boxes and Wiring 
Specialties your “No. | line" for volume 
sales, increased customer satisfaction and a 
more handsome net profit. 


WRITE TO LATROBE—HEADQUARTERS FOR 
QUALITY FLOOR BOXES and WIRING SPE- 
CIALTIES—FOR PRICES, PRODUCT DESCRIP- 
TIONS, AND A COPY OF OUR DISTRIBUTOR 
POLICY. 











FULLMAN 
MANUFACTURING CO. 


LATROBE PENNA. 
























P&S-Despard 


PILOT LIGHT 
COMBINATIONS 


Cat. Nos. 1377 and 1411 
with 1881-B plate 


NOW a P&S-Despard 
FLUSH PILOT LIGHT 
which may be installed in 
combination with any P&S- 
Despard switch or recep- 


tacle in a single gang. 


Cat. No. 1377 is supplied 
complete with 6 Watt, 120 


Volt lamp and red jewel. 


Catalog on Request 


Pass & Seymour, Inc. 


SYRACUSE, N. Y. 

















On hand for Raybro sales meeting. 











Raybro Gets Set 
For Sales 


TAMPA, FLA.—A fast-moving two 
started off the spring 
selling season of Ravbro Electric Sup 


day session 
plies of this city. 

Sales and service personnel fron 
the Tampa, Jacksonville, St. 
burg, and Miami offices got togethe: 
recently at the Hillsboro Hotel in 


Representatives of a numbet 


Peters 


lampa. 
of manutacturers and company heads 
discussed sales plans for the coming 
new lines were introduced, and 
old lines reviewed. Merchandise, wir 
ing supplies lighting 
shared the spotlight. 
Above, the 


as they gathered 


year, 
hxtures 


and 


Raybro crowd is shown 
for the meeting 


Sound Off In 
Chime Promotion 


Edwards 


promoted in a 


\ new line of and Lo 


loor chimes will be 


1 


national magazine idvertising pro 
vran \ds will be built around a 
theme which emphasizes social sig 


nificance and utility of chimes in the 
will be the fact 


‘ 1 
chosen to Nhat 


hon Featured ilso 


that SIONS 
tila (iCsiLQti 


may he 
furniture and fixtures. 
is sold exclusively through 
wholesalers. 


mize with 


J he line 


Graybar Directors 
Elect Officers 


NEW YORK The directors ol 
Graybar Electric Co. recently re- 
elected Frank A. Ketcham as presi- 


Elbert A. 


from the post of vice 


dent for another year. 


Hawkins 


moves 

















that 
ot senior vice president. Alfred H 
Nicoll was re-elected vice president 

Three district manages become vice 
presidents—Walter P. Hoagland, of 
Chicago; Walter iF Drury, of New 
York; and Alfred L. Hallstrom, oi 
Philadelphia. They will continue to 
be located in those cities. 

Elmer W. Shepard continues as 
treasurer and Martin E. Wagner as 
and comptroller. 


president 11) charge ot sales to 


secretary 


Next Year's Leaders 
For Wisconsin Assn. 


Frank W. Greusel, Greusel Dis 
tributing Corp., and Alfred C. Hass, 
United Radio and Appliance Co., were 


re-elected to three year terms each on 
the executive committee of the Wis 
Radio, Refrigeration and \p 
pliance Association. W. D. Baker, 
EK. H. Schaefer Co., was elected to the 
‘ommittee for a three year term suc 
ceeding Gordon Fairfield. 
\t the meeting of the 
directors which followed the general 
meeting, it was voted to continue fo1 
inother the present system ot 
association under the 
\shworth, 


cOnlsin 


board oi 


vear 

the 
management of H LL 
ecretary 


operating 


manager. 


RCA Parts Distributors 
Meet at Chicago 


Over 200 RCA tube and equipment 
distributors combined a realistic sur 
vey of present conditions with an op- 
portunity to view possibilities of 
future development. The occasion was 
the second annual convention of RCA 
tube and equipment distributors which 
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was held at the Hotel Morrison, Chi- 
cago, on June 9. 

Top RCA executives addressed con- 
ntion delegates. L. W. Teegarden, 


manager of the tube and equipment | 


division, presided at meetings; Henry 
C. Bonfig, commercial vice president, 
liscussed present business conditions; 


Thomas F. Joyce, vice president and | 
advertising director, spoke on adver- 


tising and national defense. 
One of the features of the conven- 


tion was “Electronics on Parade” | 
which presented the electron micro- | 
scope, latest types of television equip- 


nent and other modern miracles from 
the Research Laboratories 


Shooting for 
Farm Market 


Importance of the farm market foi 
ippliances is being stressed in the 
‘urrent series of meetings of G.E. Re- 
tail Development League chapters 
vhich are being held throughout the 
‘ountry. The G.E. Farm Sales Sec- 


tion places its estimate of this market | 
it a potential $120,000,000 annually. | 


Features Oo! the Section’s promo- 
tional program have been the G.E. 
jarm catalog which speedily exhausted 
i. run of 250,000 copies and called for 
a second printing. Five minute record- 
ings for radio broadcasts are being 
carried by 95 stations, and direct mail 


pieces feature a refrigerator and the | 


suburban kitchen heater which have 
been especially designed for the farm 
market. A carefully worked out G.E. 
‘xhibit is making the tour with the 
REA show, and G.E. merchandise dis- 
plays are being exhibited at county 
fairs, et 





PROMOTED to outside sales for 
Westinghouse Supply, San Antonio, 
H. H. Stephenson started with the 
cempany ten years ago as a truck 
driver, moved ahead to the warehouse, 
then to counter selling. So he’s had a 
fine background for his new job. 
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Backed by approval of leading laboratories and built 
to conform to the high standards set by Chicago 
Transformer itself, Chicago approved Ballasts are an 
assurance of better fluorescent lamp performance 
—a guarantee of customer satisfaction. Laboratory 
tests against standard reactors for heat tolerances, 
Watt delivery control, hum requirements, starting 
time ... and for wave shape tolerances to. minimize 
radio interference, are all aimed at creating satisfied 
customers for you when Chicago ballasts are used in 
installations. Illustrated are double 4Q and starting 
compensator certified by E.T.L. Other numbers will 
be certified as produced. Write for new price list 











The MOST COMPLETE ‘“] 


LINE OF @ 


connectors} 


LARGEST 
VARIETY of 
types, and a 
COMPLETE 
range of sizes. 
For all kinds of 
conductors 

Popular con- 
nector at left is 
carried in stock 
in ALL sizes, 
up to 1,000,000 
CM. Furnished 
with or without 
retainer. 

ANY MATE 
RIAL — Harda- 
ware Bronze, 
Silicon Bronze, 
Aluminum. 





















































MILLIONS IN USE and 
never one rejection due to per- 
formance or workmanship. Can 
be re-used over and over. 

MADE IN OUR OWN 
PLANT under engineering 
supervision. Bodies and nuts 
precision machine-threaded for 
perfect fit. No sharp edges. 





ALUMINUM Con- 
nectors machined from 
hard drawn rod, with 
forged spacers. 


SERVICE POST 
Connectors for one 
or more conductors; 
many types. 





SERVICE EN- 
TRANCE Connectors 
with extruded copper 
bodies, Everdur 
screws, 





TELEPHONE 
Service Connectors, 
brass rod—plain, nick- 
el plated or tinned, 

AND THOUSANDS MORE. 
Every connector Dependable. 
Preferred by leading utilities 
and “industrials,” and manufac- 
turers of electrical equipment. 

Write for Catalog. 


PENN-UNION 


ELECTRIC CORPORATION 
ERIE, PA. 





Sold by Leading Jobbers 


Conductor 


Fittings |i 


62 


Talk Defense Production 
at NEMA Meeting 


Problems of national defense pro- 
duction, and difficulties of securing 
raw material to fill non-military or- 
ders for regular customers in the face 
of more restrictive priorities, were 
chief topics of discussion at the meet- 
ing of the National Electrical Manu- 
facturers Association last month at 
Hot Springs. 

Discussions in and around meetings 
brought out certain important facts. 
For instance, because of difficulty in 
getting raw materials, the practice of 
quoting no prices beyond a very short 
period is growing. 

Fewer and fewer price protection 
orders are accepted, and no delivery 
dates must be specified. Manufactur- 
ers explain that their suppliers of raw 
materials are quoting prices prevail- 
ing at time of delivery, and with no 
deliveries promised, that therefore 
price protection is difficult. 

Few electrical manufacturers report 
that they are actually making war 
munitions under prime contracts, but 
many have orders for materials to be 
used in some phase of the defense pro- 
gram. Production hours already have 
increased materially, and further in- 
creases are expected to meet all needs 
so that at present it looks as if the 
bottleneck will be material rather than 
labor. 

Inquiries disclosed that the use of 
substitute materials is being given in- 
tensive study on many fronts, but a 
shortage of tool and pattern makers 
is expected to slow down the change- 


over 


G.E. Range Drive 


To build greater store traffic 
dealers, increase live prospect 
and, of course, sales, General El 
has launched a range campaign 
cluding a “Roast of the Month” (¢ 
That is based upon a consumer 
test based on the best recipes sul 
mitted for oven-cooked meat dis 
Judges will be chefs of famous hotel: 

The person submitting the win: 
recipe for the month receives an « 
tric range. Ten of these will be gi 
and the grand winner will have a « 
plete electric kitchen. Official ent: 
blanks can be obtained only from d 
ers and everyone making an enti 
automatically becomes a member 
the “Roast of the Month” Club. 

‘he campaign is backed by a he 
advertising campaign including mag 
zines, window streamers, broadsid 
newspaper mats, booklets, etc. 


Commercial 
Refrigeration 


HOUSTON, TEX.—Commercial 

frigeration rates as a separate depart- 
ment at Wesco in Houston. The nev 
department, started last fall, is now 
getting under way satisfactorily. Says 
C. M. Mackey, branch manager 
“This new department is going very 
well. We had particularly good results 
from our exhibit at the show spon- 
sored by the Restaurant and Caterer’s 
\ssociation.” George Felts, former] 
with the Albert Ahrens Co., of Okla- 
homa City, is salesman, and Sai 
Cantey, formerly with Lansdown- 
Moody, is manager of the department 
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Salesman—“Boy, how flashlights went over 
since he wrote that testimonial!” 
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To Save Aluminum 


DETROIT — The Norge Division, 

Borg Warner Corp., has been quick 

to cooperate with government requests 
conservation of metals important 
the national defense program. 

\ refrigerator ice cube tray, which 
is similar to the tray formerly used 
in high priced models, does not make 
use Of aluminum, is flexible, with rub- 
ber grid, is high in thermal conduc- 
tivity, ejects ice cubes automatically. 

Norge is one of many manufac- 
turers who are facing and solving 
similar problems in adapting manu- 
facturing processes to the materials 

eds of the National Defense Pro- 
gram. 


Elects Officers 


ST. JOHN—The New Brunswick 
Power Company, distributors and 
dealers in electrical supplies as well 
is manufacturers and distributors of 
electricity, recently elected officers for 
the coming year. C. H. Nichols, of 
New York City, was re-elected to the 
presidency. W. P. Southard, of St. 
John, was again named vice presi- 
dent and general manager, J. A. Olive 
vill be secretary and treasurer. 


Appliance Film 
ppl Fil 

A sales training course for electric 
appliance salesmen soon will be avail- 
able through the Modern Kitchen 
Bureau. It consists of ten sound slide 
films together with discussion manu- 
als for each picture. Fundamentals 
such as building a _ prospect list, 
demonstrating to sell, how to close, 
etc. are covered in the first five films. 
[he other five are on products— 
refrigerators, laundry equipment, 
anges, water heaters, roasters. 


New Lines 


New G.E. fan distributors are the 
Mar Le Co., Stamford, Conn.; the 
Hollywood Wholesale Electric Co., 
Hollywood, Calif. ; the Mid-State Elec- 
trical Supply Co., Lynchburg, Va. 
While the fan line is new to these 
firms, they have previously carried 
one or more of the company’s lines. 

To take on G.E. clock lines are The 
Tower-Binford Electric and Manu- 
facturing Co., of Richmond, Va.; the 
John M. Maris Co., of Philadelphia; 
and the Simmons Hardware Co., of 
St. Louis. 

Paxton and Gallagher Co., of 
Omaha, will handle G.E. heating 
devices and sunlamps. 








TO KEEP THEM 














4 the present national emergency, we all agree 
DEFENSE COMES FIRST! 


An unending avalanche of planes, ships, guns, am- 
munition, machinery, equipment, supplies must roll 
out from the production lines at ever-increasing 
momentum. 


Roebling has geared up its electric wire and cable 
plant to meet the emergency. Day and night the 
wheels turn at top speed. Every fraction of capacity 
has been put to work. Electrical wires and cables 
in endless variety are streaming from the Roebling 
plant ready for defense duty. 


Roebling appreciates the fine cooperation and un- 
derstanding of valued customers who have experi- 
enced unavoidable shortages and shipping delays, 
caused by the unprecedented production situation. 


JOHN A. ROEBLING'S SONS COMPANY xy 


Trenton, New Jersey Branches in Principal Cities vt 


Export Division: 19 Rector St., NewYork, N.Y., U.S.A. -f 
Cable Address: ‘‘Roebling’s’’, New York 
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USE PORCELAIN BOXES 


Provide Greater Safety, 
Release Metals for Defense 


Put in a stock of Porcelain Outlet Boxes 
and supplies for completely insulated 
Porcelain Protected Wiring Systems. Cash 
in on the demands of electrical contractors 
for these better, safer quality wiring 
materials. 

The ever broadening use of Porcelain 
Cutlet Boxes is releasing for defense use 
scarce and vital metals. Do your part by 
further encouraging the use of these safer, 
more durable materials. 


Porcelain Boxes will not rust or corrode, 
will not conduct stray currents, are shock 
proof and short proof, and reduce elec- 
trical fire hazards. They are recommended 
by the National Electrical Code in loca- 
tions where moisture is likely to be 
present, and thus you are assured of 
their superior safety under more ideal 
conditions. 


Stock them, sell them, and increase 
your profits while encouraging better wir 
ing practice! 


PORCELAIN PRODUCTS, Inc. 


FINDLAY, OHIO 











YOU can't sell your 


product if you don't 
tell your salesmen—our 
readers—the whole story 


FIRST 





Tell them FIRST 
Tell them OFTEN 


Tell them ALL 
FOR 
BETTER SELLING 


WHOLESALER’S SALESMAN 


330 West 42nd Street, New York, N. Y. 








Van Dyke 
Takes Over New Plant 


CHICAGO—On May 20, Van Dyke 
Industries, fluorescent manufacturers 
of this city, today took over their new 
plant at 21st and Rockwell streets. 
Che new location affords three times 
more floor space than the old plant, 
vhich was located at 2857 S. Halsted 
St., while the building has been com- 
pletely altered and remodeled to suit 
the company’s needs. The newest of 
manufacturing equipment has been in- 
stalled, including new baking ovens, 
spray booths, and general machinery. 

\ large experimental laboratory 
has been completely equipped for de- 
signing, developing and testing new 
lighting equipment. One of the out 
standing features of the new building 
is a show room in which different 
types of installations as well as a full 
line of units will be displaved 


ALEA Heads Re-Elected 


J. Markel, president of Markel Elec 
tric Products, Inc., again heads up 
activities of the American Lighting 


Equipment Association as president 


and chairman of the Board of Gov 
ernors. 

Also re-elected as members of the 
board are J. H. Blitzer, The Lighto 
her Co.; G. E. Glatthar, Art Metal 
Co.; Max Held, Haleolite Co.; W. G. 
Sawyer, John C, Virden Co. J. W. 
Milford, of J. W. Milford and Asso 
ciates, promotion and public relations 
counsel to ALEA, 


tary -treasurer. 


was elected secre 


Effective June 2, the general activi 
ties ot the \ssociation will be cen 
tered in the offices of J. W. Milford 
ind As ociates. 


Byers Elected 


WASHINGTON, D. C.—Meeting 
here on May Ist, the Council 
National Wholesale 
elected Alfred Byers, secretary of 1 
National Electrical Wholesalers Asso- 
ciation, as chairman for the fort 


\ssociatic 


coming year. Mr. Byers has been 
vice-chairman. More than 30 grou 

are represented in the Council, in- 
cluding such wholesale associations as 
electrical, drug, dry goods, hardware 


1 
shoes, etc. 


OBITUARIES 


Joseph B. Mitchell 


Joseph B. Mitchell, 62, vi 
of Monarch Fuse Co., was killed the 


e president 


evening of May 22nd in Baltimore when 
he was struck by an automobile whil 
Mr. Mitchell had been 
associated with Monarch Fuse for the 
He is sur- 


vived by his wife and four sons 


crossing a street. 


past three and a half years 


Thomas F. Reynolds 


Thomas F. Reynolds, salesman fo 
U. S. Electrical Supply Co., New York 
died on May 19th. Mr. Reynolds began 
his electrical career forty years ago with 
Stanley & Patterson. Since then he was 
also associated with Viking Products and 
Tudor Electric Supply Co., New York 
In addition to his activities in the elec 
trical field, Mr. Reynolds had spent con- 
siderable time on the stage as an acto 
and singer. 








New Van Dyke plant on Chicago’s South Side 
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Tom Condon, formerly 
vinator, 1s now salesman 
Supply at Kansas City. 


Kel 


(y E 


with 
with 


Sales promotion manager for Wesco 
Houston is M. J. Jantzen. He re 
laces Clyde Graham who left to be 


me a captain in the Army. 


Formerly warehouse man for Meletio 
Electric, Dallas, Ross Bolin is 
full-fledged salesman for them. 


now 


Joseph G. Petrick, Jr. returns to the 
sales staff of People’s Electrical Supply 
Inc. Prior to his resignation in 
1940 he had been associated with the 

mpany for seven years. 


. 


Jim Masterson of the Calgary, Al 
berta, staff of the Northern Electric 
Co., has been transferred from Cal 
gary to Vancouver to fill a post vacated 
when Drummond Brooks, 

the Vancouver office, 
ommiussion the 
Navy 


executive 
accepted a 
Roval 


with Canadian 


C.. &. Kopf will be apparatus and 
supply promotion manager of 
the northwestern district of Wesco 
with headquarters in Chicago. He was 
merchandise promotion manager in 
Chicago before his transfer to this new 
yosition, which was created in response 
to increased business activity 


sales 


MORE FACTS 
ON PRODUCTS 


Air Conditioner y - A(-0401 
lescribes plug-in air conditioner manu 
actured by Westinghouse Ele & 
Mig. Co., Mansfield, Ohio, listing air 
apacities, circulation speeds, 
ng unit sizes, 
veights. 


condens 


physical dimensions and 


Air Conditioning—Jhe Chrysler 
temp proposition is 
ittractive 
details 


\ir 
presented in an 
showing tion 


book construc 


and installations in 
1iome and office surroundings 
Division of 
Ohio 


various 
\irtemp 
Dayton, 


Chrvsler Corp., 


Air Conditioning—A 16 page catalog 
published by Carrier Corp., Syracuse, 


June 


N. Y. illustrates and describes more 
than 55 types of equipment. It is di- 
vided into sections covering residential, 
commercial, and industrial equipment. 


Anniversary Catalog-—-A 24-page cata- 
log, released by Ideal Commutator 
Dresser Co., Sycamore, IIl., gives de- 
tailed descriptions, illustrations, and 
applications of company’s new products 
including electric etchers, soldering 
irons, insulation formers, wire strip- 
pers, cable connectors, variable speed 
pulleys. 


Ballasts—Chicago Transformer Corp., 
Chicago, Ill, has released a 4-page 
bulletin, No. FBB-0430, containing 
specifications, wiring diagrams and in- 
stallation instructions for their line 
of fluorescent lamp _ ballasts 
with replaceable starting 


for use 


switches 


Better Light-Better Sight 
booklet, “Facts You 

\bout Your Eyesight”, 
better Light Better Sight 
Lexington Ave., N. Y. C 
able pertinent data 


In 16-page 
Should Know 
the National 
Bureau, 420 
., makes avail 
simply stated 


Circuit Breakers—O il! circuit breakers 
are discussed in Catalogs 3650 and 
3940; Catalog 4540 described precision 
balances. All are made by Roller-Smith 
Co., 1766 W. Market St., Bethlehem, 


Pa. 


Fluorescent Equipment Illustrated 
bulletin F-46, published by Day-Brite 
Lighting, Inc., St. Louis, Mo., 
complete listing of equipment for 
their 36-in., 65-watt and 60-in., 100- 
watt fluorescent lamps, including light 
strip, reflectors, wired units and show 
reflectors 


covers 


window 


Catalog No. 50, issued by Trico 
Mfg. Co., Milwaukee, Wis., 
with electrical lubricating 
Included is information on 
fuse protection, safe re 
moval and replacement of fuses, lubri 
cation of all types of bearing surfaces. 


Fuses 
Fuse 
deals and 
devices 
Maximum 


tal cooled 
Electric Coe.. 
Mo., are discussed in folder 


BCA120. 


Motors | otally enclosed 
motors made by Century 
St. Louis, 


numbered 


Motors—Sheet GEA-3479 sal 
ient details concerning air-conditioning 
and refrigeration-compressor 
type KG made by General 
Co., Schenectady, N. \ 


covers 


motors 
lectri 


Multi- Breakers 
booklet has 


non-technical 
published by Cutler 
Hammer, Milwaukee, Wis., 
the purpose of acquainting home build 
ers and remodelers with multi-breakers. 


Briel, 
been 


Inc. 


ror 


Polyphase Motors FHP Polyphas« 
Motors construction, ratings and appli 
cation details are given in leaflet No. 
GEA-1974B published by General 
Electric Co., Schenectady, N. Y 
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TIME SWITCH PROFITS 


SELL PARAGON 300 SERIES 
FOR ONLY $13.00 LIST... 


YOU can really ‘‘go to town” with the 
Paragon 300 Series Time Switch. It 
offers: (1) A popular price, (2) a gen- 
erous margin, (3) increasing demand 
because of extensive national advertis- 
ing, (4) a proven, first quality precision 
engineered product, (5) only two ex- 
posed gears ~— others sealed in oil, (6) 
dust-proof, (7) approved by Under- 
writers. Write for details Paragon 
Electric Co, 403 So. Dearborn St., Chicago. 


Paragon 


BUILDERS OF 
CONTROL INSTRUMENTS 
SINCE 1905 


iL SCO 


SOLDERLESS CONNECTORS 


HAVE YOU TRIED 
The New IIsco Lugs? 


BUILT FOR OVERLOADS! 


The new design—as passed 
by the Underwriters’ Labo- 
ratories May 1, 1940. 





LESS SSS SRE TSS ESSE HE ESET SHEHSEEESTESSEESEEEEE ETE SEES 
. 


MAIL 
COUPON 
TODAY 


GENTLEMEN 
SEND ME new & Sample! 
Name ... 

Firm 


Address .. 


City and State. 


ILSCO COPPER TUBE 
AND PRODUCTS, Inc. 


5629 MADISON ROAD CIN., O. 


“-—- = 














SELL 
POWDER-PACKED 





BECAUSE: 


@ It's the most profitable fuse to sell 
@ It's a fuse without price competition 
@ Bare links cannot be used in them 
@ It guarantees you the repeat business 
@ Its quality assures customer satisfaction 
@ It's sold under a strict ‘* THRU THE 

WHOLESALER "’ policy. 
@ It's nationally advertised. 


Get complete details from your 
TRICO Representative, or write 





TRICO FUSE MFG. CO. 


TRICQ> == 


Milwaukee, Wis. 


FUSES 


STOP WASTED KILOWATTS AND WASTEFUL SHUTDOWNS 











SPECIFY: 


“SUPERIOR” B & D CLEATS 


FOR INDUSTRIAL WIRING 
SAFETY—ECONOMY 


AR ae 








Write for Information and Prices 


SUPERIOR PORCELAIN CO. 


Box 669 PARKERSBURG, W. VA. 






















CIRCULATORS 


General Electric heav 
Electric, y duty motor. 
Fanented Quiet’ aluminum blade 
riple-Plated, jewel finish chrome 
on seamless stee} column 
Cadalyte plated steel Guard. 


Heavy Base: B 
Cushioned. aked Ebony Crystal. 


Complete Line of 

Equipme 

pa further information write to: 

IRCULATORS and DEVI 

CEs 

MANUPACTURING CORP. 
ICE 

NEW YORK Near 


Ventilati 
nt. ~~ 







| 
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